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0’Mahoney Calls For 
‘Adequate Regulation’ 
Of Insurance Industry 


Denies, However, Any Desire to 
Supplant State Regulation With 
Federal Control of Insurance 


EXPLAINS PUBLIC LAW 15 


Wyoming Senator Says States Can- 
not Grant by Legislation Rights 
for “Monopolistic Endeavors” 











Miami Beach, Fla., Nov. 24—Senator 
Joseph C. O'Mahoney (D.-Wyo.), told 
close to 800 members and guests of the 
National Association of Independent In- 
surers at their meeting at the Hotel 
Fontainebleau here that “the Senate sub- 
committee now engaged in a study of 
the insurance industry has no desire 
whatsoever to supplant state regulation. 
[ have no hesitation,” he asserted, “in 
saying, however, that no attempt by the 
managers of any branch of insurance to 
take regulation into their own hands is 
justified by any provision of constitu- 
tional or statutory law.” 


Aims to Stop Communism 


The Senator told his audience, which 
included several state Insurance Com- 
missioners, that he had heard that he 
was “not an impartial chairman of the 
Senate subcommittee now studying the 
subject of insurance.” Many in the in- 
surance industry have expressed the 
view that the Senator may be aiming 
at more extended Federal regulation of 
iisurance in his professed drive to stop 
the spread of Communism throughout 
the world by not “permitting the world 
to believe that private monopoly is the 
product of our system.” 

Senator O’Mahoney said that “the sys- 
tem of private property is at grips with 
the system of totalitarian collectivism, 
and unless we clearly understand that 
monopoly is a deadly enemy of: the 
system of private property, we shall 
find it difficult to persuade the neutral 
nations of the world that the American 
system is superior to that for which 
the Soviet and Chinese dictators stand.” 
He stressed “the importance of freedom 
in the insurance industry. 
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Prime Issue Lacking 
For O’Mahoney Quiz, 
One Observer’s View 


Wyoming Senator Takes Crack at 
Life Companies Selling Govern- 
ment Bonds in Miami Speech 


HOLDS PRESS CONFERENCE 


Merger of Insurance Companies 
With Banking Institutions 
Against Present Laws 











By Leverinc CARTWRIGHT 


Miami Beach, Fla.—Senator Joseph C. 
O’Mahoney of Wyoming was a magnet 
at the convention of National Assn. of 
Independent Insurers. Extra tables had 
to be wheeled into the room where he 
gave the luncheon address Monday. 

The talk was generalized. It dwelt at 
length on the McCarran Act and scolded 
his adversaries of 1945-46. It failed to 
indicate any specific current insurance 
situation that the O’Mahoney Investi- 
gating Committee feels is abhorrent or 
that will catch headlines or stir public 
interest. 

It looks as if Senator O’Mahoney has 
got a turkey this time. He and his staff 
must be probing around for a prime 
issue, 

Press Conference Topics 


At a pre-prandial press interview, the 
discussion took off into the realm of 
Sputnik, Russian missile bases, and other 
cosmic but non-insurance matters. 

It is hard always to get Senator 
O’Mahoney’s sequiturs. Specifically, at 
the press interview he was asked 
whether state laws that make: it man- 
datory for insurers to operate through 
rating bureaus are compatible with the 
McCarran Act, His reply was that if the 
effect of the law is to license price fixing, 
it could be out of order. 

At the press conference he said he 
wants to be sure that the buyers of in- 
surance are protected from “gimmicks” 
which sometimes creep into policies. 

He declined later to comment on this, 
saying that it would be covered in his 
forthcoming report. 

He said he doesn’t want to deprive 
the states of the right to regulate, but 
he wants to make certain that laws to 
prevent “conspiracies” against the con- 
sumer are enforced. 

He referred to the turnover of Insur- 
ance Commissioners and of Departmental 
personnel and said the U. S. Civil Serv- 
ice has a better record for continuity 
in office. 


As to Life Companies Selling Bonds 


O’Mahoney said that since the time 
of enactment of the McCarran Act life 
insurance company investments in U. S. 
Governmient Securities ‘have shrunk 
while mortgage investments have sky- 
rocketed. In 1945, according to the fact 
book of Institute of Life Insurance the 
life companies had $20 billion 583 million 
of government bonds whereas in 1957 


(Continued on Page 33) 
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. . « KEEPING OUR 
TRAINING COURSES 
AND MATERIALS 

FULLY UP TO DATE! 
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Foundation and Intermediate Training Courses 
Advanced Training and Education in: 
Pension and Profit Sharing Plans 
Business Insurance 
Estate Planning 
Home Office Career School 
Field Seminars in Intermediate and Advanced Underwriting 
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All designed for Career Underwriters to whom success is more important than leisure. 
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Of Life Insurance Assn. Of America 


A symposium on “The Nation’s Needs 
in Medical Economics,” a discussion pe- 
riod on research and scientific develop- 
ments, and addresses by distinguished 
speakers both from within and outside 
the life insurance business, will high- 
light the sessions at the 52nd annual 
meeting of Life Insurance Association of 
America at the Waldorf-Astoria Decem- 
ber 10 and 11. Speakers will include Gov- 
ernor Robert B. Meyner of New Jersey; 
Dr. Charles Malik, president of the Gen- 
eral Assembly, United Nations; and Ed- 
ward B. Hanify, prominent Boston at- 
torney. 

Medical Economics Symposium 


The symposium on medical economics 
will bring together on the Association’s 
platform a group of recognized leaders 
in this field, with J. Henry Smith, under- 
writing vice president Equitable Life 
Assurance Society and past president 
of the Health Insurance Association of 
America, as moderator. Participants will 
include Dr. Gunnar Gunderson, president, 
American Medical Association; Ray Am- 
berg, president, American Hospital As- 
sociation; James E. Stuart, vice president 
of Blue Cross; and Dr. Donald H. 
Stubbs, chairman, board of directors of 
Blue Shield. 

Research and scientific developments 
will be discussed by Roy William John- 
son, director, Advanced Research Proj- 
ects Agency of the Defense Department, 
and Dr. Augustus B. Kinzel, research 
vice president, Union Carbide Corpora- 
tion. Mr. Johnson was called to ‘head 
the Defense Department’s newly created 
Advanced Research Projects Agency in 
April of this year after a notable ad- 
ministrative career with the General 
Electric Co. Dr. Kinzel, one of the coun- 
try’s leading metallurgists, has served 
widely as consultant to various atomic 
energy installations. 


The Program Speakers 


An address by Frazar B. Wilde, Asso- 
cation president and president of Con- 
necticut General Life, will open the ses- 
sions on Wednesday morning, December 
10. This will be followed by a brief busi- 
ness session and a discussion of problems 
lacing the life insurance business in the 
coming year. There will also be reports 
covering life insurance investment ex- 
perience in 1958, life insurance in force, 
new business, and disbursements to the 
policyholders and beneficiaries. Gov- 
ernor Meyner will be the speaker at the 
luncheon on December 10. 

The afternoon session will be devoted 












Harris & Ewing 


DR. DONALD H. STUBBS 





to the symposium on the Nation’s Needs 
in Medical Economics. 

Discussions on research and scientific 
developments are scheduled to open the 
sessions on December 11, starting with 
Dr. Kinzel. He will be followed by Mr. 
Johnson who has indicated that he will 
discuss the impact of the space age on 
industry and the American people, and 
also the part they may be expected to 
play in it. 

Mr. Hanify, whose talk will conclude 
the morning session, is a partner in 
the firm of Ropes, Gray, Best, Coolidge 
& Rugg. A leader of the Massachu- 
setts Bar for two decades he has also 
been prominent in a host of business, 
civic and philanthropic activities. 

Dr. Malik, who will talk at the Asso- 
ciation’s luncheon December 11, is a 
diplomat of distinguished international 
reputation, whose work with United Na- 
tions goes back to its inception when he 
was one of the signatories for Lebanon 
of the U.N. Charter in 1945. 


Program Committee 


H. Bruce Palmer, president, Mutual 
3enefit Life, is chairman of committee 
in charge of arranging the program for 
the annual meeting. Other members of 
the committee are Orville E. Beal, exec- 
utive vice president, The Prudential of 
America; H. Ladd Plumley, president, 
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State Mutual Life; William P. Worth- 
ington, president, Home Life, and Charles 
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Statements on Company Taxation 


Before Ways & Means Committee 


Last week’s issue of The Eastern Underwriter carried statcments of a 
number of the earlier witnesses heard before the House Ways and Means 
subcommittee on life insurance taxation. Other statements are printed in 


this issue. 


The Committee started executive 


Washington—The Mills law was called 
the most practicable framework upon 
which to build new life insurance com- 
pany income tax legislation by John A. 
Lloyd, president of Union Central Life, 
before the House Ways and Means sub- 
committee, who stated that the only 
true income of a life insurance company 
is its investment income and that it is 
upon this income that the tax should be 


levied. 
Disagreeing with the “total income 
method” proposed by the Temporary 


Mutual Committee, Mr. Lloyd said that 
the “basic fallacy of all these proposals” 
lies in failure to recognize that a par- 
ticipating premium whether paid to a 
mutual or a stock company is a deposit 
of capital by the policyholder, and not 
to the company. 

“To impose a tax upon participating 
premiums,” he said, “is to impose an 
income tax upon capital and the adoption 
of this fallacy as part of our tax law 
would play havoc with the business of life 
insurance just as the imposition of in- 
come tax upon the capital of any other 
corporation would wreak damage to the 
basic structure of such a company.” 

Mr. Lloyd also voiced concern over 
the dangers inherent in any form of tax- 
ation which would allow dividends on 
participating insurance to be manipulated 
so that they control the amount of taxes 
to be paid. While agreeing that these 
dividends should be an allowable deduc- 
tion he felt that mutual companies with 
low reserve interest requirements and 
high surpluses could increase dividends 
to a point where they would pay very 
little in taxes. He said that the com- 
petitive power of the policyholder divi- 
dend could drive the medium sized and 
small companies out of the market. 


Gives Seven Objectives 


Seven goals to be sought in drafting 
a new law were outlined by Mr. Lloyd 
as follows: 

1. “A Bill which will tax all companies 
alike and all upon their true income. 

2. “A Bill which will levy an equitable 
tax without penalizing any group of com- 
panies, the large or the small, the rich or 
the less favorably situated and without 
favoring any group or type of com- 
panies. 

3. “A Bill which will allow every com- 
pany to grow large and strong and which 
will protect the small and new companies 
as they develop. 

4. “A Bill which will produce an ade- 
quite tax-take for the government from 
life insurance companies. 

5. “A Bill which will levy taxes at the 
corporate rate. 

6. “A permanent Bill which will fix 
the ground rules of operation tax-wise 
for the foreseeable future, subject, as it 
will be always to corrective amendment 
if flaws develop. 

7. “A Bill which will produce adequate 
taxes from those companies which be- 
cause of their specialty operations in 
term and group fields are generating 
large profits not now reached by the 
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sessions Friday. 


Mills Bill or the 1942 Act.” 
Suggests Amendments 


He then offered the following sug- 
gestions for amending the Mills Bill 
which he indicated would produce a new 
tax law that will meet the needs of 
government, tax all companies fairly, 
be received with reasonably general ac- 
ceptance by the companies, and give 
promise of standing the test of time in 
taxing a fast-growing business. 

1. “Use the Mills Bill as a base and 
amend it to meet present conditions. 

2. “Take out the one year stop-gap 
provision and repeal the 1942 law. 

3. “To get at the problem caused by 
the specialty companies which are not 
taxed adequately now, add to the present 

(Continued on Page 18) 
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Text of Treasury’s Tax Formula 


Following is the text of the Treasury’s proposed tax formula as given before the 


House Ways & Means Subcommittee. 


(Submitted as an addendum to the 
testimony of the Treasury Department 
in accordance with the request of the 
Chairman of the House Committee on 
Ways and Means at the Hearings of the 
Subcommittee on Internal Revenue Tax- 
ation, November 17, 1958.) 

This memorandum describes a possible 
combination formula which combines 
elements of the investment income 
method and the net operating gain ap- 
proach for taxing life insurance com- 
panies. 

The combination formula would deter- 
mine taxable income in two steps. The 
first step incorporates the _ traditional 
type of investment income base, re- 
aligned to current conditions. The 
second step would supplement this with 
a substantial portion of the under- 
writing gains plus “free” interest not 
included in the first step. The essence 
of the two-phase approach is that it 
applies the full corporate tax rate to 
the taxable margin of net investment 
income which is determined after de- 
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The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “‘good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 

exclusively, we are constantly exposed to impaired risks 

in large numbers and wide degree. This fact has 

produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 

we will reinsure cases rated up to 500% on an automatic 
basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with 5 


To find out more about our services, and 
what they might accomplish for your com- 
pany, just write for your free copy of our 
booklet, “Reinsurance Exclusively”. 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
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ducting an allowance for reserve and 
other policy interest requirements, and 
a reduced rate of, say, 26% to the other 
previously untaxed elements of ne 
operating gain. 

The relative emphasis on the invest. 
ment income base and the supplementary 
net operating gain base depends in part 
on the percentage deduction allowed 
under step 1 and in part on the leyel 
of net operating gain after whatever 
adjustments thereto are deemed adyis. 
able. 

Computation of Tax 


In more detail the computation of tax 
under the combination formula would 
be made as follows: 

Step 1. In the first step, the company 
would compute its taxable margin of net 
investment income. This computation 
could be made in any of several ways. 
One way is to deduct a flat percentage 
of the net investment income on an 
industry-wide basis. The deduction could 
be a fixed statutory percentage or deter- 
mined each year in accordance with the 
most recent experience. A determination 
based on current conditions at this time 
would result in a figure of between & 
and 70%. Alternatively, the deduction 
might be computed on an_ individual 
company basis. 

Example: A company has $1,000,00 
net investment income and net operating 
gain of $350,000. In step 1, it would 
deduct 70% of the $1,000,000 leaving 
$300,000 as the taxable margin. It is 
now ready to proceed to step 2. 

Step 2. In the second step, the com- 
pany subtracts the taxable investment 
income margin from the net operating 
gain to obtain the “difference” repre- 
senting chiefly underwriting gain plus 
any “free” interest not picked up in 
step 1. It reduces this difference by 
some percentage. For example, a 00% 
reduction would mean a 26% effective 
rate, assuming a general 52% corporate 
rate. 

Example continued: The company 
above with a $300,000 taxable investment 
income margin would subtract it from 
its assumed $350,000 total net operating 
gain. This would leave a difference 0 
$50,000. A 50% reduction would result 
in a $25,000 addition to the base. 

Adding the $25,000 from step 2 to the 
$300,000 arrived at in step 1, the com- 
pany would have a combined tax base 
of $325,000. The tax on this amount 
would be $163,500 (30% of the first 
$25,000 plus 52% of the remaining $30); 
000). 

Treatment of “negatives.” If the net 
operating gain is less than the taxable 
margin of investment income a negative 
figure develops in the second phase. | 

Example: If the net operating gall 
in the above illustration were $200, 
deducting the $300,000 taxable investment 
income margin would leave—$100,0, 
half of which is—$50,000. 

If the company were a stock compat!) 
with no policy dividends, it could sub- 
tract the $50,000 negative in step - 
from the $300,000 step 1 base, gettin 
a net tax base of $250,000. The ta 
on this would be $124,500 (30% of $25,000 
plus 52% of $225,000). 

If the company were a mutual of? 
stock company paying participating 
policy dividends, and obtained a negative 
figure in step 2, it would recompute 
net operating gain without deducting 
its policy dividends. This feature - 
a floor under the tax base to prevel’ 
artificial tax and competitive advantage’ 
to companies which might, at leas 

(Continued on Page 16) 
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Each Family Plan Unit Covers: 


FATHER —— $5,000 
MOTHER —— $1,250 (same age as father ) 
EACH CHILD— $1,000* (under age 18 and over 


14 days old) 
Plan Available in 1, 114, 2, 24 and 3 units 


Riders on Basic Policy 


Family Income available at issue for 10, 15, 
20, 25 years or to age 65 


Supplemental Level Term available at issue 
for 10, 15, 20 years or to age 65 


*$250 to age 6 months 





































ADDITIONAL FEATURES: 


e Premiums waived on disability of father 


e Term insurance on mother and children paid- 
up on death of father 


e Additional insurance on father and mother for 
accidental death 


e Annual dividends ...cash values .. . conver- 
sion privileges for both mother and children 


* 


STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 
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American United Life 
Has Billion In Force 


NINE MONTHS BUSINESS UP 16% 








President Jackson Says Event Will Be 
Celebrated on Completion of 
Home Office Addition 





American United Life of Indianapolis 
has passed the billion dollar mark of 
insurance in force, President Clarence 
A. Jackson announced. Sales of new 
business reached $212,800,000 for the first 
three-quarters this year, up 16% over 
the same period of 1957. 

Celebration of the billion in force is 
planned for a later date, in conjunction 
with completion and occupancy of a 
new $2% million addition which doubles 
work space of the home office. Three 
floors of the five-story wing already are 
occupied and work is in final stages on 
the other two. Areas not yet finished 
include a brightly decorated employes 
cafeteria, utilizing the entire fourth floor, 
with complete mechanized, stainless steel 
kitchen and serving facilities. 

Work also is not completed on the 
second floor, which will be occupied by 
the 20-man central Indiana sales and 
service agency, headed by James R. 
Comstock. The agents will move to the 
new quarters from an office four blocks 
away. 

On the third floor of the new wing, 
with underwriting, medical and reinsur- 
ance departments, American United has 
all new teletype facilities, including a 
TWX (Teletypewriter Exchange) and 
direct tie-line connecting with other 
companies which have the same equip- 
ment and also Western Union offices 
everywhere. 

A million-dollar electronic data proces- 
sing system will be installed on the 
ground floor of the original building, to 
perform accounting, computing, report- 
ing and recording functions. 





D. D. Hoexter Appointed 


Agencies Superintendent 
Appointment of D. Donald Hoexter of 
Birmingham, Mich., as superintendent of 
agencies for eastern Michigan for West- 
ern Life, was announced in St. Paul 
by Robert L. Utne, CLU, regional sales 
vice president. Mr. Hoexter will have 
charge of the development of the West- 
ern’s organization of life insurance 
agents as well as providing life insurance 
facilities to eastern Michigan insurance 
agents who represent the St. Paul Fire 
and Marine with which Western Life 
is affiliated. 

A native of the Detroit area and a 
graduate of the University of Michigan, 
Mr. Hoexter ‘has extensive field and ad- 
ministrative experience. He served in 
several capacities in the agency depart- 
ment of the Maccabees and as general 
agent for Central Standard Life. His ed- 
ucational background includes the Fra- 
ternal Insurance Counselor designation, 
LUTC, three parts of the Life Office 
Management course and three parts of 
the CLU sequence. 





Five Metropolitan Life 
Officials Made Actuaries 


Five Metropolitan Life officials have 
been advanced to the rank of actuary, 
it was announced by Frederic W. Ecker, 
president. They are Joseph B. Crimmins, 
William S. Thomas, and La Rue S. 
Wagenseller, in the Group insurance 
actuarial operations, and Joseph T. 
Gannon and Harold A. Lachner, in the 
personnel insurance operations. Each 
previously was an associate actuary. 

Actuary Herbert J. Stark, who had 
been assigned to the Group insurance 
operations, was transferred to personal 
insurance. 

Also announced was the advancement 
of Harold F. Harrigan and Edwin B. 
Lancaster, previously assistant actuaries, 
to the post of associate actuary, and 
te appointment of Herman Bartimer 
as an assistant actuary. 


Guardian Life Revises 


Pension Trust Program 
Guardian Life has announced a major 
revision of its pension trust program, 
with new policies, new rates and values, 
new underwriting procedures and a new 
field manual. There are two new life 
policies, Ordinary life and life at 65, 
designed to be used in combination plans. 
All policies in the pension trust series 
were rewritten and now provide the 
same broad application of settlement 
options as Guardian’s Ordinary policies. 
The new premiums are lower than 
the previous rates for most plans and 
ages, and include a differential for lower 
female mortality. The “quantity dis- 
count” principle has been used in setting 
rates, with reduced premiums on policies 
with face amount of $10,000 or more. 
The new contracts also provide higher 
early cash values than previous issues. 
Of chief interest among the -under- 
writing procedures is provision for auto- 
matic consideration of guaranteed issue 
underwriting on cases with ten or more 
employes. 

The new manual is a comprehensive 
guide for Guardian managers and pen- 
sion trust salesmen, including chapters 
on approaching and closing pension 
prospects, installation procedures, prepa- 
ration of proposals, and a complete 
section on rates, values and dividends. 
A shorter sales manual covering the 
highlights of pension selling is being 
distributed to all members of Guardian’s 
President’s Club. 





THE LEE NASHEM AGENCY 
"The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, ) 
Headquarters for top grade executive 
class business. 

Ideas! Ideas! Ideas! 

Ist Year Cash Values 
Extremely high early cash values! 
Dividends 1st Year (contingent on = 
ment of at least 4 of 2nd year premium). 
One Year i testable—not two! 
Ideas! Ideas! Ideas! 

"We are easy to do business with." 











LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 





Newark CLU Chapter To 
Hear B. M. Eiber Dec. 2 


A “Phe Newark CLU Chapter will hold a 


‘lun¢heon meeting at the Robert Treat 
Hotel, December 2, at which time the 
principal speaker will be Bernard M. 
Eiber, CLU, New York attorney. Mr. 
Eiber, who was formerly a general agent 
for Mutual Trust Life in Brooklyn, is 
taking for his topic, “The Human Ele- 
ment in Estate Planning.” 

_Chairman of the affair is Francis L. 
Merritt, CLU, director of training for 
Mutual Benefit Life. 








. .. a vintage ’06 automobile, a suit of armour, the 
Pyramids? To more and more life insurance men today 
“older ages” is an expression with a very special mean- 
ing. It’s the profitable market for life insurance that 
exists in the 65-80 age bracket. If you have a client who 
has a real need for life insurance, based on business or 
tax reasons, talk to your Manufacturers Life Brokerage 
Manager. You’ll find he can offer these “senior citizens” 
the same contracts that have earned the Company a 
wide-spread reputation for maximum protection per 


premium dollar. 


BALTIMORE e BOISE e CHICAGO e CINCINNATI ¢ CLEVELAND e COLUMBUS e DENVER e DETROIT 
HARTFORD e HONOLULU ¢ LANSING e LOS ANGELES e MIAMI e MINNEAPOLIS e NEWARK 
PHILADELPHIA ¢ PITTSBURGH e PORTLAND ¢ SAGINAW e SAN FRANCISCO e SEATTLE ¢ SPOKANE 


Also licensed in Alaska, Arizona, Delaware, Indiana, Kentucky, Maine, Nevada, 
New Hampshire, Oklahoma, Utah, Vermont, Virginia, and West Virginia 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


What does 
“Older Ages” 
“a mean 
to you? 





LIFE POSITIONS 
$10,000—$18,500 


LIFE ACTUARY—$18,500—Eastern Multiple 
Line Company expanding their Life oper. 
ation. Exceptional opening for Fellow in 
the Society with 8-12 years of Home Office 
experience. Prefer individual in 35 to 5 
age category who has acquired his back. 
ground with medium or small Company, 

HOME OFFICE LIFE UNDERWRITERS— 
$10,000—Currently, we have available five 
Home Office Underwriting Supervisory posi. 
tions with $10,000 starting salaries. Loca. 
tions: Rocky Mountain area—Middle West 
— New York State — Southeast — Pacific 
Northwest. Specification: Age range—28 to 
42, college degree mandatory, Home Office 
Life Underwriting background in the 8 to 
10 year bracket. 

CONFIDENTIAL HANDLING 
ALL INQUIRIES. 

Write for HOW WE OPERATE. No 

obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 
























Gulf Life Names Christmas 
Vice President, Act 


W. R. Christmas was elected vice pres- 
ident and actuary of Gulf Life, Jackson- 
ville, Fla., at the recent quarterly meet- 
ing of the company’s board of directors. 

Mr. Christmas joined Gulf Life as 
actuary last December after more than 
20 years of service with life insuranceg Lloy 
companies in the northeast and Canadagfpoimte 
He is a Fellow of the Society of Actu-gtal L 
aries. up an 

The board also elected Senior Vicefftes. 
President William J. Hamrick, CLU, tog Mr. 
the executive committee. He succeedsgimory 
the late Harry C. Culbreath, of Tampaffand st 
Florida, a director of the company for 3gtology 
years. agent, 
a3 an 
” mingto 
Conn. General Life Names ranked 

Williams to Group Postf'\:;;. 

Connecticut General Life announced§Mr, Sk 
the appointment of Byron D. Williams§LUTC 
district Group manager in Los AngelesfUndery 
to the post of Group account executivefiees in 
In this capacity he will personally servéfterian ( 
some of the company’s key Group 11 
surance cases in the Los Angeles area 

Arthur E. Davis, Jr., has been named™p 
to succeed Mr. Williams as_ district 
Group manager. Mr. Davis has _ been 
serving as assistant director of Grou The | 
sales at the home office in suburban lee! 
Hartford. F 












rovi 























: : avic will bel’ con! 
Working with Mr. Davis will vale, in 


Russell L. Holmes, assistant district Died 
Group manager in Los Angeles sincé 3 slp 
February. Mr. Holmes will assume meWiy-9 
administrative duties, including tq 
ew of Group insurance staff mem i 
ers. Se cee 

I. Arnold Murfett, formerly a special rag 
Group representative with the Loy. 
Angeles Group staff, has been appointed, 
assistant Group manager to work witli, 
independent general insurance men ang 
their clients in the metropolitan Lo 
Angeles area in developing Group instr 
ance programs. 


Py The VE 
Provident Mutual Opens i," 3: 


District Group Office oe wh 

Provident Mutual Life, Philadelphia wa al 
has announced the opening in Greens 
boro, N. C., of a district field office fo 
the sale and service of Group insurance 
The new office is a district office unde 
the Philadelphia regional office. Dav 
A. Baker, previously a home office repre 
sentative in the Philadelphia region) 
Group office, has been promoted M oe 
district Group manager in charge of thé eN auf 
new office. This office will sell a Wiad . 
service all forms of Group insurane he ; 
including Group pension plans. Mr. W: 
We comr 
le Lax 
ng | 





N.Y 


James ( 
N the ¢; 
‘land Ty 





JOINS OCCIDENTAL LIFE Be 
Bernard L. Kott has _ been Pg f Lo 
assistant brokerage manager 10 Hi I 
Newark branch office of Occidental i 
of California. He joins Occidental 4 
representing Aetna in Newark e | 
year. Prior to that he was associ 
with Metropolitan in Irvington. SsOciatio 
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Raleigh General Agent 
For Midland Mutual Life 


LLOYD J. SKIDMORE, JR. 


Lloyd J. Skidmore, Jr., has been ap- 
pointed general agent for Midland Mu- 
wal Life at Raleigh, N.C. He will head 
up an agency operation serving 20 coun- 
tles. 

Mr. Skidmore was graduated from 
Emory University with an A.B. degree 
and studied at Georgia Institute of Tech- 
nology. Before his promotion to general 
agent, he represented Midland Mutual 
as an associate of the company’s Wil- 
mington, N. C., agency, and consistently 
ranked high among Midland Mutual pro- 





p Post 
nnounced 
Williams, 
Angeles 
-xecutive 
lly serve 
rroup in- 
eles area, 
n named 

distric 
has been 
of Grow 
suburban 


will 

distric 
les since 
ume ne 
ing — the 
aff mem 


a specia 
the _ 105 
appointee 
rork with 
men and 
itan Los 
up instr 


ns 
- Office 
ladelphia 
. Greens 
office {0 
nsurance 
ice unde 
e. David 
ice repre 
regional 
noted 14 
ce of thd 
sell and 
insurance 


rk I¢ 
associate! 
1. 













































ducers. 

Active in industry and civic affairs, 
Mr, Skidmore has served as director and 
LUTC chairman of the Wilmington Life 
Inderwriters Association and held off- 
es in the Kiwanis Club, First Presby- 
erian Church and the PTA. 





Provident Mutual Life 
Continues Dividend Scale 


The board of directors of Provident 
Mutual Life, Philadelphia, has announced 
le continuation of the present dividend 
cale, including the excess interest rate, 
i Ordinary insurance and_ individual 
cident and sickness insurance, through 
959. Estimated distribution including 
troup and Ordinary insurance will be 
proximately $13,294,000 as compared 
nth an estimated distribution of $12,- 


Lodf'4000 in 1958, 


Lewis C. Sprague, vice president and 
manager of agencies for Provident Mu- 
val, has announced that October was 
other record breaking month for the 
mpany. With the largest production 
or any October in the history of the 
ompany, a gain of 29% in sales of indi- 
hdual life insurance over 1957 was shown. 
he year to date production in indi- 
idual life insurance is 24% ahead of 
57; while accident and sickness pre- 
es are 54% ahead for the year to 
a . 


N. Y. CLU Chapter Meets 


James C. Waide, trust officer in charge 
: the trust department of the Long 
‘and Trust Co., Garden City, was the 
poalier at the luncheon this week of 
¢ New York City CLU Chapter, at 
a York University Club. Margaret 
arisen, Equitable Society, is president 
| the chapter, 

5 tr. Waide is a member of the execu- 
)¢ Committee and past president of 


rL ax and Estate Planning Council 


‘ ong Island; a member of the board 


80vernors and past president of 


. ea County Chapter of the American 


: eet of Banking, and member of 
.~, COMmittee on operations of the trust 


vision of the New York State Bankers 
Ssociation, 











Over 124 Years of Experience 


Our Executive Equity Protector can give more death benefit with 
less immediate temporary cost while guaranteeing permanent values 
and rates at today’s age. Telephone us for ledger sheets at any age to 


All With 


PHOENIX MUTUAL LIFE INSURANCE CO. 
Hartford, Conn. 


Proud to again be Company's Leading Agency 
(1957 and 1958 to date} 
* i oe 
WHY SELL TERM INSURANCE? 


(If your clients, corporations, or partnerships ever 
plan to convert or renew?) 


prove it to yourself and to your client. 


Too Good To Be True? Try us and see! It will put dollars in your 
pocket while you do your client a lasting service. (Commissions up to 
14 renewals for maximum 130%; minimum—first and 9 renewals, 115% 


Total.) 


EXECUTIVE EQUITY PROTECTOR 


($25,000 Minimum: $500,000 Maximum—No reinsurance) 


For Split Dollar or full first year reserve cash value for collateral, 


call for figures at exact age: 


~.lst Year 2nd Year lst Year 2nd Year 


Age Net Net Age Net Net 
30 5.57 3.19 50 14.79 3.62 
35 6.12 3.75 55 20.59 8.07 
40 8.60 PAP 5 60 29.68 15.32 
45 10.34 o07 75 92.38 74.87 


(Dividends not guaranteed nor estimated, 1957 schedule quoted) 


Experienced life underwriters know the tremendous importance of 
having their cases handled by top personnel. We have a full-time 
organization with no brokerage supervisors. Every case receives my 


Sen. ae 


personal attention. 


LOOK AT THIS RECORD: 


SAM P. 


* * 


Death Benefit, face of policy plus cash value to age 65. 





DAVIS, MANAGER 


Total: 142 years 
oe oe ‘Re we aoe SN 


New Maximum Equity Protector 
Full Reserve first year cash value. 


(30 years with P.M.) 
JOHN H. KULL, ASSOCIATE MGR.............(53 years with P.M.) 
GEORGE BARONIAN, OFFICE MGR.........(30 years with P.M.) 


MRS. A. L. DIXON, BROKERAGE SEC'’YV........ ....(29 years in life 
insurance—11 with Phoenix) 


* 


A tremendous Policy for minimum deposit or split do!lar cases. 


Call for ledger sheets for specific ages. 


SAM P. DAVIS 


MANAGER 


Soon After Nov. 1—20 East 46th St., N. Y. 17, N. Y. 
Present: 60 East 42nd St. (Lincoln Bldg.), N. Y. 17, N. Y. 


Same Telephone: MUrray Hill 2-6042 


(We solicit only surplus business you cannot place in your own company) 


> 











Mutual Benefit Life Opens 
New York Group Office 





ARNOLD M. MAJOR 


The opening of a district Group office 
in New York City and the appointment 
of Arnold M. Major as district Group 
manager were announced by Mutual 
Benefit Life, Newark. The New York 
City office will supervise Mutual Benefit 
Life Group insurance activities in metro- 
politan New York and in all of New Jer- 
sey. The agency office will be located at 
the 225 Broadway Building. 

The new Group office is the eighth 
opened by Mutual Benefit Life since the 
company entered the Group field in 
April, 1957, under the direction of Rob- 
ert C. McQueen. 

Mr. Major has been in the Group life 
business since 1954 when he joined Con- 
necticut General district Group office in 
Cleveland. After three years there, he 
transferred to the company’s Newark 
sroup sales office where he remained 
until joining Mutual Benefit Life this 
month. 





Ledin Elected an Officer 
of State Mutual Life 


John G. Ledin was elected an officer 
of State Mutual Life of America, Presi- 
dent H. Ladd Plumley has announced. 
Mr. Ledin becomes assistant director, 
field organization development, in the 
insurance firm’s agency division. 

A 1943 graduate of Aifred University, 
Mr. Ledin served as a company com- 
mander in the Army infantry during 
both World War II and the Korean con- 
flict with the rank of first lieutenant. 
Before joing State Mutual’s agency divi- 
sion as training assistant in 1954, he was 
a high school teacher and later an agent 
for Phoenix Mutual Life. In 1955 he 
was made supervisor of training, and two 
years later became assistant director of 
the company’s management training cen- 
ter in Pittsburgh. 





Acacia Mutual’s October 


Business Increased 22% 
The 530 full-time representatives of 
Acacia Mutual Life set new all-time rec- 
ords in completed business for the month 
of October and the year-to-date last 
month, according to an announcement 
by Agency Vice President Harry J]. 
Shaffer. The gain for the month 
amounted to an increase of 22% over 
the corresponding month in 1957. The 
$22,673,000 record total for the month 
also increased the completed aggregate 
for the first ten~months to $182,197,000, 
up nearly $8 million over 1957. 
Business in force has now climbed to 
more than $1,665,000,000, Mr. Shaffer 
noted. 
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There is a TAILOR-MADE life insur- 
ance plan to fit the needs of your most 
exacting clients in CANADA UIFE’S com- 
plete and modern policy series. We have 
a wide range of plans that are low-cost, 
highly competitive, and easy-to-sell. Why 
not call me today and let me tell you 
about them? 


GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” CANADA LIFE 


Clesurance Company 








Washington Group Manager 





S. H. FITZPATRICK 


Stuart H. Fitzpatrick has been ap- 
pointed Group manager of the new 
Washington, D. C., Group office of State 
Mutual Life of America, according to 
an announcement by Vice President Alan 
R. Willson. 

Mr. Fitzpatrick, a graduate of Loomis 
School in 1948, received an A.B. Degree 
from Brown University in 1952. Follow- 
ing two years of active duty in the 
Navy, he joined the New York Group 
office of State Mutual in July, 1954. 

The new Group office in the Invest- 
ment Building, will replace the State 
Mutual Group office formerly located in 
Baltimore, and will continue to service 
Maryland, Virginia, and the eastern part 
of West Virginia. Associated with Mr. 
Fitzpatrick in the Washington office 
will be M. Richmond Rowe. 


SUN LIFE GENERAL AGENT 

J. Reid Harrison has been appointed 
general agent for Sun Life of America 
in Red Bank, N. J. Born in East Orange, 
Mr. Harrison attended Lafayette College. 





An Agency Superintendent 


For Northwestern Mutual 





RALPH N. HARKNESS 


Ralph N. Harkness has been appointed 
a superintendent of agencies by North- 
western Mutual Life. Since 1954 he has 
been director of insurance 
services and planning. He will be in 
charge of induction of new agents and 
development of new general agencies. 

A CLU, Mr. Harkness joined the com- 
pany in 1946 as special agent in the 
John R. Mage Agency, Los Angeles. He 
qualified for Million Dollar Round Table 
in 1953. He was brought to the home 
office in 1954. He is a graduate of 
Princeton, Phi Beta Kappa, and was a 
captain in the Army in World War II. 


assistant 








HEAVILY EXPERIENCED 
AGENCY MAN AVAILABLE 


Here's an aggressive superintendent of agencies with a solid record 




















of production achievement in recruiting, training and managing agents co 

in life, accident and sickness and Group insurance. His experience ni 
includes brokerage development and he desires a Greater New York be 
operation as general agent or agency Home Office official. Gi 

If your 1959 objective is for bigger production and a larger sales f 

force, this man can do it. He has a proved record of performance with ea 

a large Eastern company. sul 
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Milliman & Robertson Late N | ea 
at . 

Opens Los Angeles Office sient “Call | nat 
The firm of Milliman & Robertson, E - ie the 
Grant Keehn, who joined Equitable On com 


Inc., consulting actuaries, of Seattle and 
San Francisco, announces the recent 
opening of its new office located in the 
I. N. Van Nuys Building in Los An- 
geles, under the management of Wil- 
liam Frank Marples. 

Mr. Marples is well known in actuarial 
fields, in both the United States and 
England, as consultant, as well as author 
and lecturer, on the subject of pension 
funds. He is a member of the Society 
of Actuaries and the Institute of Actu- 
aries, and has joined the firm of Milli- 
man & Roberts, Inc. following eight 
years as senior associate of the George 
B. Buck consulting actuarial firm in 
New York City, where he served as actu- 
ary for pension funds for some of the 
country’s largest corporations. Prior to 
his association with the Buck organi- 
zation, Mr. Marples, a native of Eng- 
land, was a partner in the consulting 
actuarial firm of Duncan C. Fraser & 
Co., one of the largest and oldest pension 
consulting firms in England. 








WHY TEETER ON ONE WHEEL 












A DYNAMIC business and Income a 
Producing PLAN with high first b é 
year and renewal commissions. “i 
Plus a full line of Commercial ve 
Accident and Health, Hospitaliza- 
tion, Surgical and Employee 
Benefit Plans. 


Write at once for information to 
John F. Leibig, Vice President. 


when you can drive along on two! 


DOUBLE YOUR SALES: — 
7/2 DOUBLE YOUR 


RS ty Be 
* ye. 


Join The Swing To Monthly Payments Ge 
With Our Monthly Premium Life Plus Monthly Pre- a 
mium Accident, Sickness and Hospitalization Plans. : 
















NATIONAL oleccaeet and Health 
[usumnee Co OF PHILADELPHIA 


244 SOUTH 8T 






H STREET, PHILADELPHIA 7, PA 


October 20, 1958, and is a senior vice “ 
president in charge of investment Oper 








ations, has been elected a director off S10 
the Society. stoc 
life, 
William J. Dunsmore, agency managed pe ; 
of Equitable Society, 120 BroadwayMl _.: 
former president of Life Managers Asso 22” 
ciation of New York, will retire fron shot 
that post December 1. Giving up th@ com 
management he goes into personal prof dete 
duction and semi-retirement. 
a be e 
Leon S. McCrosky, supervisor of * ™ 
Group sales, Union Central Life, hag) ‘xa 


been promoted to assistant vice presiff M: 
dent of the company. 























for ¢ 
New England Life has passed the § hic! 
billion mark of insurance in force. . “9 
be taxec 
Robert Faegre, president of the Minne meth 
sota and Ontario Paper Co. of Minnea 2. 
olis, has been elected a director @ ceive 
Employers Mutuals of Wausau. Mf stock 
Faegre also is a director of the Nort! 3.7 
western National Life and Northwester 3 
National Bank of Minneapolis. He make 
an advisor of the Pulp and Paper Inst group 
tute of Canada. ducte 
entiti¢ 
Phoenix Mutual Appoints 
° ° “ 
Fleming Associate Manage P itd 
William T. Fleming, Jr., has bed come 
named associate manager of the Phil domes 
delphia Agency of Phoenix Mutual Lif under 
A consistent Phoenix Mutual sa@ of g5¢ 
leader, Mr. Fleming is a life member @ said, 
the Million Dollar Round Table anlf entitle 
six-time qualifier for the compatyg tion’ 
Million Dollar Club. down | 
ment . 
. ° ° pany 
Phila. Life Directors f to i¢ 
Philadelphia Life has announced t™ and al 
election of two new directors. Vit@ Was lin 
Kauffman, president of Aero Servi Com, 
Corp. and Raymond H. Gage, Jr. 10% Msurar 


merly manager of the Philadelphia of dends 
of Paine, Webber, Jackson and Cutlif part fc 
members of principal stock and commog surance 
ity exchanges, are the new appoiltec dends 

F dividen: 
income 
the ma 
conside: 
what Dp: 





Drimal Agency Leases 
Space at 630 Third Aven 





Charles E. Drimal & Associates, & be Subje 
eral agency for Penn Mutual Life, Mr. | 
leased space on the 11th floor in! been sa 
new 22-story building at 630 Thi vidual 
Avenue, New York. compan: 

of othe; 
Dorate 


ROBERT G. CHANDLER DEA) 
Robert G. Chandler, district man 
of Metropolitan Life in Albany, * 
since 1941, died recently. He was 
president of the Territorial Managq 












Association and past president + insurance 
Life Underwriters Association of Al Dies . 
olteeesnes meaner than m¢ 

JOINS OCCIDENTAL OF CAL § correcte 


Paul C. Hettenbaugh has beet 9 Proach, 
pointed assistant manager in the 







land branch office of Occidental 4 q 
of California. Mr. Hettenbaugh !§ . Anoth 
Occidental after more than five i ' conn 


with Confederation Life and Equi income 
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Millard Bartels on Special Problems 


Washington—A pure form of total in- 
come taxation of life insurance compa- 
nies “would be unworkable and would 
be seriously discriminatory in its impact 
on the business,” Millard Bartels, chair- 
man, executive committee, Travelers In- 
surance Co., told the House Ways and 
Means Subcommittee. He said, ‘however, 
that “if stock life insurance companies 
are to be taxed on any total income 
basis—gross income to include premiums 
and investment income—certain adjust- 
ments should be allowed that have not 
recently been granted because of the 
nature of the plans which have taxed 
the companies on their investment in- 
come only. 

“Generally speaking, credits, exclu- 
sions and deductions that are allowed to 
stock insurance companies other than 
life, and to their stockholders, should 
be available to stock life insurance com- 
panies and to their stockholders. This 
should be so even though the total in- 
come philosophy is not the sole test for 
determining taxable income; it should 
be enough that total income constitutes 
a substantial factor in measuring such 
taxable income.” 

Mr. Bartels singled out three things 
for comment: 

1. The “dividends received deduction,” 
allowed to all corporations 
the general corporate 


which is 
taxed under 
method ; 

2. The 
ceived credit” 
stockholders; and 

3. The right of affiliated companies to 
make a consolidated return where the 
group makes up a single enterprise con- 
ducted by means of separate corporate 
entities. 


dividend re- 
individual 


“exclusion and 
available to 


Dividend Treatment 


“The ‘dividends received deduction’ 
permits corporations to deduct from in- 
come 85% of dividends received from 
domestic corporations which are taxed 
under the Code, subject to a limitation 
of 85% of taxable income,” Mr. Bartels 
said. “Life insurance companies were 
entitled to the ‘dividends received deduc- 
tion’ the same as other corporations 
down through the years until the enact- 
ment of the 1956 Life Insurance Com- 


pany Tax Act. Even then it continued 
to be allowed as to non-life income 
and also where the reserve deduction 


was limited.” 
_ Competitively, he said, “a stock life 
msurance company needs the 85% ‘divi- 
dends received deduction’ to make up in 
part for any right of a mutual life in- 
surance company to deduct 100% of divi- 
dends received that are distributed as 
dividends to policyholders... . A total 
imcome plan, in pure form, would give 
the management of a mutual company 
considerable discretion in determining 
What part of dividends received should 
€ subject to tax.” 

Mr. Bartels noted that much that has 
een said bears out “the right of indi- 
vidual stockholders of a life isurance 
company to be treated like stockholders 
of other companies with respect to cor- 
orate dividends received by them.” 

owever, he said, despite a recent ef- 
ort to reduce somewhat a_ substantial 
double tax on corporations and on their 
shareholders, these benefits have not ap- 
Pied to the shareholders of stock life 
Msurance companies because these com- 
panies are taxed on a different basis 
an most companies. This should be 
Corrected under any total income ap- 
Proach, Mr. Bartels urged. 


Consolidated Tax Returns 


iq/ nother change which should be made 
in Connection with adoption of a total 
Come basis, relates to consolidated tax 


returns for insurance companies. 

“A growing number of affiliated groups 
of insurance companies write life, casu- 
alty, fire and marine insurances. If all 
of these are subject to tax on substan- 
tially the same basis they should be 
eligible for treatment in a consolidated 
return to be effected by affiliated cor- 
porations in accordance with the provi- 
sions of the Code applicable to corpora- 
tions generally. 

“At the moment the definition of ‘in- 


cludible corporation’ excludes a stock life 
insurance company from such an affii- 
ated group, presumably because in re- 
cent years it has been subjected to tax 
in a manner substantially different from 
the general corporate basis. 

“Even though the net income of each 
of the several affiliates is determined in 
somewhat different ways, it is possible 
and reasonable to allow each to deter- 
mine its taxable income, and with ad- 
justments now recognized for all corpo- 
rations to determine a consolidated tax- 
able income.” 

Mr. Bartels said that the Treasury’s 
suggestion of a 10- or 20-year carryback 
























LIFE SUPERVISOR 
AVAILABLE . . . Young experienced 


man, proven producer, desires new 
company affiliation with strong poten- 
tial. Address Box 2664, The Eastern 
Underwriter, 93 Nassau St., New Yo:k 
38, N. Y. 











of net operating losses—as a way of 
recognizing the long-range experience of 
a life insurance company under a total 


(Continued on Page 18) 
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We pay Lifetime Renew 


Cold butter is 
hard to cut 


And cold prospects are hard to sell. 


Like butter, prospects are easier to work with after 
they've been warmed up a bit. That’s why we've been 
helping the man who sells Occidental insurance soften 
up a special class of prospect—the man with 10-50 
employees. 


Through Wall Street Journal ads we've been pointing 
out two things to this businessman: (1) The advantages 
of group insurance and (2) The desirability of having 
a professional insurance man help him with his insur- 
ance decisions. 


Altogether, 10 insertions in the Journal will make 4 mil- 
lion impressions on small group prospects! The man 
selling Occidental insurance knows that these repeated 
impressions will make those prospects easier to approach. 


And easier to sell. 
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Insured-Self-Insured Welfare Plans 


There is no pat formula for determin- 
ing if a welfare program should be 
insured or self-insured, Martin E. Segal, 
head of a New York consulting firm, 
told the fall insurance conference of 
American Management Association in 
Chicago last week. Some welfare plans 
are best insured and others self-insured. 

“Where those responsible for a welfare 
program want to haye an analysis made 
of the advantages and disadvantages of 
self-insurance,” said Mr. Segal, “it is 
elementary that this analysis must be 
prepared by someone who is not only 
qualified by experience, but impartial 
and uncommitted in his viewpoint. Such 
an analyst should have functioned as 
consultant to both insured and _ self- 
insured programs and know the charac- 
teristics and problems of each. 

“Where the conclusion of such a 
scientific analysis shows that self-insur- 
ance is desirable, these safeguards must 
be established: 

“1, A self-insured program should 
create the necessary reserves for normal 
as well as abnormal claims experience. 
These reserves should be calculated on 
a sound actuarial basis. 

“2. The program’s administrators must 
be firm in making certain that they are 





Middle Atlantic Actuaries 
Name Christian President 





Foster Studio 
DeLOS H. CHRISTIAN 


DeLos H. Christian, second vice presi- 
dent and associate, Life Insurance Co. 
of Virginia, was elected to succeed Sam- 
uel C. Tatum as president of the Middle 
Atlantic Actuarial Club at the recent 
meeting held in Baltimore. Robert C-. 
Bailey,. vice president and actuary for 
Equitable Life of Washington, was 
elected vice president, and Helen R. 
Gibson was reelected secretary-treas- 
urer. Mr. Tatum, retiring president, is 
vice president and actuary for Jefferson 
Standard. 


MONY Manager At Boise 


Mutual Of New York has promoted 
J. Richard Clarke, currently a member 
of the home office sales department staff, 
to manager of the company’s Boise, 
Idaho, agency, The appointment is ef- 
fective December 1 

Mr. Clarke entered the personal in- 
surance field upon his graduation from 
Brigham Young University in 1952, when 
he joined MONY as a field representa- 
tive in the Boise agency. He was ad- 
vanced to assistant agency manager of 
the Idaho Falls area in April, 1957. Last 
July he was promoted to the home office 
sales department staff for a special pro- 
gram of managerial training. He is a 
Navy veteran, 





not exposed to undue pressure for the 
payment of benefits. 

“3. The advice of legal counsel should 
be sought with respect to the establish- 
ment of a self-insured program as well 
as all other legal ramifications. 

“4. Those responsible for the program 
should be prepared for the fact that 
self-insurance places greater responsibil- 
ity upon them. 

“5. Consideration should be given to 
the possibility of self-insuring certain 
benefits and insuring others within the 
total benefit program. In some cases a 
combination of insurance and self-insur- 
ance makes the most sense. 

“6. In undertaking self-insurance of 
hospital, surgical, and medical benefits 
where no privileges for covered employes 
are to be sacrificed, substitutes will have 
to be found for advantages offered in 
certain service plans. Among these are 
the right to convert to an individual 
policy upon leaving the covered group, 
identification cards which ease admission 
to hospitals or to medical institutions, 
and so forth. These substitutes may be 
hard, if not impossible, to provide. 

“The very best I can do here now in 
helping you make a decision on insurance 
vs. self-insurance is to formulate for 
you the four basic questions which can 
only be answered after you have before 
you the findings of that impartial and 
detailed analysis of your program which 
is the essential starting point. 

“This is what you will want to know: 

“First, does the study show that the 
group is large enough so that past 
actuarial experience can be used as a 
reasonable forecast for the future? 

“Second, are adequate reserves on 
hand, or can they be established, to 
assure benefit payments? 

“Third, will the benefits be compe- 
tently and impartially administered ? 

“And, fourth, are the savings to be 
effected worthwhile ?” 
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RENEWAL PURCHASE COMPANY 
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LIFE ACTUARY POSITION 


Midwestern multiple line Fire, Casualty and A & H Company going 
into Life Insurance. Interesting opportunity available to actuary with 
some Life Insurance background. Prefer individual who has com- 
pleted or is working on Society of Actuaries Associate Examinations. 
Position will include actuarial work in both Life and A & H. Write 
in detail to Box 2661, The Eastern Underwriter, 93 Nassau Street, 











Union Mutual Appoints 
G. O. Holland in Seattle 


George O. Holland has been appointed 
Union Mutual’s general agent in Seattle, 
according to a recent announcement by 
John R. Carnochan, vice president in 
charge of agencies. 


Mr. Holland, who is a well known 
golfer in the northwest since winning 
the 1958 Pacific Northwest Golf Asso- 
ciation Championship, is a 1951 graduate 
of the University of Washington. He 
prepared for the university at Everett 


Junior College, and prior to this he 
served overseas with the Army. 
Prior to his association with Union 
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1957 was another Banner Year for 
some 1,200 Jefferson Standard 
agents. 1957 was their sixth con- 
secutive “Best Year” in life in- 
surance sales. 


SS 


Represents The 
Jefferson Standard 


Viandard 


Home Office: Greensboro, N.C. 











Mutual, Mr. Holland spent four years 
as an assistant supervisor and_ super- 
visor in the life insurance field. His 
first job after graduation was with 
the National Foundation for Infantile 
Paralysis. 


Hancock Dividend Scale 


An increase of more than 10% in the 
total dividend apportionment for policy 
owners of the John Hancock for 1959, 
over 1958, has been announced by the 
company. Total dividend apportionment 
for 1959 is estimated at $86,000,000. The 
action of the board of directors will re- 
sult in an improvement in the scales of 
annual dividends applicable next year 
under all existing classes of premium- 
paying and paid-up Ordinary insurance 
policies. Such improvement has _ been 
made possible by the continued favorable 
trend in the net rate of interest earned 
on investments, Generally, the total rate 
of interest allowed on various funds held 
by the company will be increased to 
34%. 

For both Ordinary and Industrial in- 
surance policies the settlement dividend 
scales which have been in effect this 
year will be continued next year, and 
in addition such dividends according to 
the same scales will be allowed for the 
first time on terminations by death. The 
current scales of annual dividends art 
being continued in 1959, with respect 10 
weekly premium and monthly premium 
Industrial policies. 

The action of the Board will also re 
sult in improved annual dividends for 
both premium-paying and paid-up retire: 
ment annuity contracts issued on of 
after January 1. With respect to retit 
ment annuity contracts issued prior 1 
January 1, 1939, scales of annual div- 
dends established last year for use dut 
ing 1958 will be continued  withowt 
change. 








APPOINTS D. C. CLARK 


Donald C. Clark, Dallas, has been a 
pointed district manager for Republi 
National Life in Austin, according 
Howard W. Channell, assistant we 
president and director of branch office 
Prior to his association with Republi 
National Life in 1955 as regional supetil 
tendent of agencies, Mr. Clark had beet 
active in personal production and agen 
supervision for several years. In 195 
he was named superintendent of gt 
eral agencies, a position the held wht! 
he accepted the Austin post. 





REGIONAL AGENCY DIRECTOR 

Appointment of Jack Grantham 4 
regional agency director of Texas ™ 
Volunteer State Life has been 
nounced by Carter J, Lynch, Jr., agent! 
vice president, Mr. Grantham will ta) 
throughout Texas recruiting gene 
agents and managers. 
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Dineen Endorses Treasury’s Plan 


Washington — Endorsement of the 
Treasury's suggestion for a combined 
income tax based on both the net gain 
and investment income of life insurance 
companies by Robert E. 
Dineen, vice president of Northwestern 
Mutual Life, before the House Ways 
and Means Sub-Committee. Mr. Dineen 
also urged special consideration in the 


was voiced 


taxation of individual annuities, settle- 
ment options and dividend accumula- 
tions. He indicated that the great 


majority of these benefits go to people 
who are retired, to widows and to the 
children of deceased policyholders and 
in most cases these payments are also 
income taxation. 
Pointing out that in 1955 the House 
Ways and Means Committee issued a 
report recommending tax relief in these 
three categories, Mr. Dineen stated that 
“since it is conceded that there is double 
taxation in this area we urge this com- 
mittee to grant the necessary relief in 
any new tax bill which uses in whole or 
in part investment income as a tax base. 


subject to individual 


Mr. Dineen noted that neither the 
1942 tax law nor the 1955 Mills bill 
recognized a discrimination in the ex- 


pense area for those contracts which are 
essentially “banking” in nature, i.e. 


involving life 
accumula- 


not 


options 
dividend 


and 


settlement 
contingencies 
tions. 

He called for removal of the expense 
discrimination which currently does not 
permit a tax deduction for the operating 
expenses incurred in the maintenance of 
these accounts, which he indicated repre- 
sented a sizeable amount. 

In backing the Treasury income tax 
suggestion, Mr. Dineen suggested that 
the revaluation reserve concept be con- 
sidered as part of the plan. 

“Under the combination plan,” said 
Mr. Dineen, “in order to grant a measure 
of relief to pension plans, annuities, and 
options involving life contingencies, there 
would be no revaluation of reserves on 
this business. We think that the need 


for relief for the other two items, 
namely, options not involving life con- 
tingencies, and dividend accumulations, 


might be achieved by placing all five in 
the same category. This would largely 
eliminate the expense discrimination.” 

Mr. Dineen disclosed that previous to 
the committee hearings, Northwestern 
Mutual Life had met with six other 
life insurance companies domiciled in 
Wisconsin, and after prolonged discus- 
sion of the Treasury suggestion, these 
four mutual and three stock companies 
agreed that the principles of the sug- 
gestion offered “a real possibility of a 
new permanent tax law.” 


Cecil Woods On Stock Company Stand 


Washington — Replying to the advo- 
cates of a total income approach or a 
“combination” approach to taxation of 
life insurance companies, Cecil Woods, 
president of Volunteer State Life, Chat- 
tanooga, told the House Ways and 
Means subcommittee that large mutual 
life insurance companies stand to bene- 
fit from this type of tax, to the disad- 
vantage of stock companies 

“T firmly believe that an analysis of 
the results will show that under the 
Treasury - proposed compromise’ (the 
‘combination’ plan), as presented to this 
committee, although the plan purports to 


be a combinaticn of the investment in- 
come and the total income plans, that 
surely if the 1950 Law is used as the 
first step every giant mutual in the 


United States will be taxed on the in- 


vestment income part of the bill,” Mr. 
Woods said. 
“Furthermore, I believe that if the 


first step of the Treasury plan is either 
the surplus income or the Mills Bill 
formula, most of the giant companies will 
pay on the investment income portion 
only. All of them can get on the floor 
by increasing their dividend distributions 
to the same proportion of their total 
gains as many other mutuals pay. If 
there is a tax incentive to do so, why 
shouldn’t they? 

“Up until now, we, 
and smaller companies, have been able to 
survive, build and render life insurance 
service and protection to many millions 
of our policyholders in direct and daily 
competition with all life insurance com- 
panies, large and small. This has been 
brought about because we have all been 
taxed under a law that distributes the 
tax fairly among all sizes and all types 
of companies ; namely, the ‘net invest- 
ment income’ approach,’ Mr. Woods 
said. 

“T am decidedly of the opinion that 
many hundreds of companies operating 
as we do on the stock company non-par- 
ticipating plan cannot, nor should we be 
required to compete with the large mu- 
tual companies with the privileges that 
go to them under any total (or gross) 
income plan yet devised.” 

In an analysis of the business of mem- 
ber companies of the American Life Con- 


the medium-size 


vention, Mr Woods stated that the net 
gain of the stock companies belonging 
to the Convention before taxes in 1957 
was $523,500,000, while the net gain of 
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the mutual companies before taxes and 
before dividends was $1,916,000,000. 

Mr. Woods took a firm stand in favor 
of the “net investment income” approach 
to life insurance taxation—in which a 
Federal income tax would be based on 
investment income only—expressing his 
conviction of the soundness and fairness 
of this approach. He informed commit- 
tee members that his company has over 
$500,000,000 of insurance in force on the 
basis of guaranteed premiums to policy- 
holders. 


Smaller Company View By S. J. Hay 


Washington — Opposition to any plan 
to tax life insurance companies by tax 
formulas other than the present net in- 
vestment income method was expressed 
in a statement presented to the House 
Ways and Means subcommittee by S. J. 
Hay, Great National Life, 
Dallas. Mr. said that any other 
formula for taxing life companies, such 
as the proposed total income method, 
would result in the eventual competitive 
elimination of stock companies selling 
life insurance at guaranteed low cost. 
The present Mills Law formula, with ap- 
propriate amendments to take care of 
a few cases of undertaxed companies, 
should be the basis for any permanent 


chairman of 


Hay 


legislation in this field, he said. 

“The arguments in favor of taxation 
of life insurance companies on the prin- 
ciple of net investment income, and 
opposing other possible methods, are as 


valid today as they were in 1954,” Mr. 
Hay continued. “The facts have not 
changed. The only thing that has 


changed is the attitude of some people 
who were at that time the most ardent 
advocates of principles incorporated in 
the Mills Bill and who now seek a meth- 
od of taxation which weuld discrimin: ite 
in favor of the large mutual companies 
and shift the burden of taxation to the 
smaller mutuals and the stock companies. 
Such action would sound the death knell 
for the smai! companies, stock and mu- 
tual alike.” 

Speaking as the executive of a smaller 
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YOUR COMPANY MAY 
NEED THIS MAN! 


37-Year Old Group Life Executive! AB 
degree with credits toward MA and 
CLU—9 years of extensive insurance ex- 
perience — Group Sales Department in 
—- eastern company H. O. Managed 
sales force, hired, trained personnel and 
supervised Group underwriting, law and 
administration during building of new 
internal organization. 

Prior to this activity he was for 5 
years Manager of a regional Group Of- 
fice for leading New England company, 
supervising Group sales and service. Pre- 
fers middle Atlantic or Detroit areas, but 
is interested in any outstanding Eastern 
opportunity. Aggressive, mature and 
capable. For complete details contact: 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER. 


320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
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life insurance company, Mr. Hay said: 

“The small life companies do not ask 
for any tax advantage over the big com- 
panies—we can meet them on their own 
terms, if we are given an even break, 
tough as is the competition. But we do 
implore you not to liquidate us by enact- 


ing a tax bill which would be too bur- 
densome or which would discriminate 
against the small company in favor of 
the big company. 

“The managements of the vast ma- 
jority of the small companies are con- 
vinced that the only way yet devised 


through which the Federal tax load can 
be fairly distributed among the compa- 
nies is on the principle of net invest- 
ment income. They urge the enactment 
of the Mills Bill, with proper amend- 
ments, as the permanent method of tax- 
ation of life insurance companies,” he 
concluded. 





Millard Bartels 


(Continued from Page 9) 


income approach—does not permit ad- 
justment of capital losses which during 
the big depression constituted the chief 
threat to the solvency of life insurance 
companies. 

“For this risk a company should be 
allowed to deduct realized capital losses 
from income or alternatively, to estab- 
lish a bad debt reserve,” he said. 

The history of the net operating de- 
duction “shows that it is exceeding 
unreliable because it has proved to be 
susceptible to change under a variety 
of political and economic conditions, 
Mr. Bartels said. 

“The life insurance 
ously exposed to losses in 
with long-term commitments at 
many of them guaranteed, which assume 
certain expenses, mortality and. interest 
earnings. Political and economic condi- 
tions can have a serious effect on thes’ 
assumptions and the same conditions 
might well produce a pressure t? alter 
or repeal carry-back provisions. 


business is sefl- 
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NEW MUTUAL OF OMAHA OFFICE 
Mutual and United of Omaha announce 
the opening of a new district Group 
insurance office in San Francisco. sy 
tram Shaughnessy has been name 
manager of the operation. A graduae 
of the University of San Francisco, Mr 
Shaughnessy has been in Group sales 
and management for over 20 years. 
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Taylor Points Out Tax Disadvantage 


Washington—Any change in life in- 
surance company taxation should not 
result in a tax disadvantage for guaran- 
ed cost life insurance, the Ways and 
Means Subcommittee was told by Charles 
4. Taylor, president of Life Insurance 
Co, of Virginia. Mr. Taylor noted that 
tock companies doing business on the 
saranteed cost plan consider it a life 
o death matter that the mutual com- 
yanies not be left free to underprice 
them through the use of tax-free dollars 
istributed as policy dividends, “much of 
which must be the investment earnings 
mn previously deposited policyholders’ 
dollars. 

“Under the system of taxation that 
has prevailed in recent years where the 
tax base is a portion of net investment 
income, this competitive problem does 
not arise,” Mr. Taylor said. “If we 
must break away from that system, it 
ismy first plea that no change be made 
which will result in a tax disadvantage 
for guaranteed cost life insurance. What 
companies of our sort believe more 
menacing than an increase in the tax 
isan inadvertently imposed disadvantage 
in competition through taxation which 
can lead to the abandonment of a 
thoroughly sound method of doing busi- 
ness for which there is a public demand.” 
_ Determining the true income of a life 
insurance company is a difficult problem 
even over a long period of years, “be- 
cause of the long-term nature of our 
contracts,” Mr. Taylor added. 

“The problem is even more acute in 
the case of guaranteed cost companies 
than in the mutuals, who have a fair 
amount of latitude in adjusting errors 
m estimates and chance fluctuations 
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through policy dividends.” 

He said that the companies make 
annual valuations according to mortality 
tables and rates of interest specified 
in statutes. “We ignore the expense 
experience of a company and use instead 
a somewhat artificial ‘net’? premium to 
determine our policy reserves. An ad- 
vantage in our standards is that they 
are objective and leave little to the 
judgment of the individual actuary or 
company. Also our system has stood the 


test of more than 100 years, during which 
time it has proved a satisfactory, but 
not perfect, measure of solvency, and a 
satisfactory basis from which the sums 


to be distributed in dividends can be 
determined.” 

But, he said, “it is not, amd by the 
nature of the business, cannot be an 
exact measure of what profit has been 
earned, so long as long-term contracts 
remain on the books subject to the 
experience of the future.” 

In a third point, Mr. Taylor called for 
recognition in the tax laws of the need 
for accumulating adequate safety mar- 
gins without undue tax burdens. 


Northwestern National’s 


October Sales 18% Ahead 
New Ordinary sales of Northwestern 
National Life were $28,528,000 in Octo- 
ber for the company’s best month in its 
74-year history. The month’s total was 
18% ahead of October a year ago when 
Ordinary sales were $24,217,000. 

For the first 10 months of the year 
N/W National’s Ordinary sales totalled 
$164,635,000 compared to $148,668,000 for 
the corresponding period a year ago, 
or a gain of nearly 11%. 
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R. B. Evans Gives Stand of LIC 


Washington — Permanent Federal in- 
come taxation of the life insurance busi- 
ness should be based on the net invest- 
ment income approach, through amend- 
ments to the Mills Law or other net 
investment income method, and not on 
the total income approach. 

This view was strongly advocated by 
Richard B. Evans, president of Colonial 
Life, East Orange, N. J., and president 
of Life Insurers Conference, an organi- 
zation of 91 member companies, includ- 
ing six reinsurers. 

Mr. Evans cited the resolutions adopt- 
ed by the LIC on September 23 strong- 
opposing taxation of the business 
under the total income formula. He 
reiterated to the committee the five rea- 
sons set forth in the LIC’s resolution 
of opposition: the impossibility of deter- 
mining a life insurance company’s profit 
or loss for a period as short as one year; 


ly 


the impact of heavy taxation on in- 
creases. in surplus of stock companies 
may make it impossible for them to 


maintain adequate safety margins; pre- 
vious experience with the total income 
approach as unworkable; a_ likelihood 
that the total income approach may 
result in less taxes being paid by the 
industry with the large mutual compa- 
nies as principal beneficiaries; and the 
discriminatory effect of this approach on 
stock companies, particularly in light of 
the need for equality of competition be- 
tween stock and mutual companies. 


Studies by LIC Companies 


Mr. Evans then cited studies made by 
LIC member companies showing the im- 
pact of a total income approach on their 
financial resources and their opportuni- 
ties for future growth. 

“From these studies,” he said, “it be- 
came readily apparent that the so-called 
‘total income’ approach, in spite of all the 
suggested special considerations for the 
small and the stock companies, would 
prove in the long run to be disastrous to 
them. There are many reasons for this 
conclusion: 

“First, it is perfectly evident from 
the statistics that these smaller life com- 
panies, predominantly stock, face a dif- 
ficult problem in building adequate 
surplus and unassigned funds for the 
protection of their policyholders because 
of the high acquisition expenses of new 
business. Under any suggested ‘total 
income’ approach. with which we are 
acquainted, including H.R. 13707, there 
are provided totally inadequate margins 
to permit the building of surplus funds 
which would be most properly needed. 

“Second, any tax formula which will 
permit companies to deduct from their 
tax base, dividends paid to their policy- 
holders, raises a great threat. It places 
in the hands of the management of 
mutual companies the determination of 
how much Federal tax they will pay. 
This could develop an entirely untenable 
competitive position for the smaller 
stock companies especially. It would 
only take a few years, through willful 
action on the part of some of the mu- 
tual companies, to make it impossible for 
the smaller stock companies to maintain 
a competitive position and would. in 
short order, drive them out of busi- 
ness,” Mr. Evans said. 

“The stock life insurance comnanies 
have contributed to a very major degree 
competitively, in keeping down life in- 
surance costs to the public. Many of 
the leaders among the mutual com- 
panies will testify to the need for the 
continued competition of the stock life 
companies. Any action which would im- 
pair the ability of stock life companies 
to compete with mutual life companies 
is not in the public interest. 

“The Life Insurers Conference, by 
resolution stands firmly in favor of a 
‘net investment income’ approach as the 


permanent solution in the Federal Taxa- 
tion of our business. If an increase is 
considered necessary in the tax burden 
of the life insurance industry, we favor 
amendments to the Mills Law of 1957 
to accomplish this purpose. We also 
favor provisions which would equitably 
tax those life insurance companies who, 
by virtue of their type of services and 
operations, appear at the present time 
not to be adequately taxed. 
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“The suggestion of what would appear 
to be a combination approach in the de- 
velopment of a new tax formula, made 
by the staff of the Treasury Depart- 
ment to a subcommittee of our Joint 













































































































































































































































































Federal Tax Committee on October 28 
is still under study by another subcom- 
mittee of the Joint Tax Committee and 
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Henry Beers’ Interest Surplus Plan 


Washington—A method for taxing life 
insurance companies by computing the 
reserve interest credit on an individual 
company basis at the earned rate of 
interest and placing an additional non- 
retroactive tax on stock company surplus 
measured by the cash dividend paid to 
stockholders, was proposed by Henry 
S$, Beers, president of Aetna Life, before 
the House Ways and Means Committee 
last week. 

The proposal was presented as the best 
slution which an insurance industry 
tax subcommittee, of which he was chair- 
man, could find. In approaching the tax 


problem, Mr. Beers stated that the 
following yardsticks were used as a 
guide by his subcommittee: the tax 


rate should be the usual corporate rate, 
stock and mutual companies should be 
treated alike, arbitrary figures should 
be avoided, and the influence of tax 
consequences On management decisions 
should be minimized. 

Explaining the first feature, called the 


‘adjusted reserve method,” Mr. Beers 
said : 
“There is no averaging of interest 


earnings by company. The new method 
for determining the taxable net invest- 
ment income involves making a compu- 
tation of the amount of reserve interest 
credit which would be needed to main- 
tain the reserves of a particular company 
revalued on the basis of the company’s 
interest rate actually earned in the tax- 
able year. When this amount has been 
determined, it is deducted from the 
total net investment income of the com- 
pany. This policy and other contract 
lability deduction recognizes the policy- 
holders’ interest in that portion of the 
net investment income of the company 
which is set aside in policy and other 
contract reserves, a principle which has 
been embraced in the federal laws on the 
taxation of life insurance companies 
since 1921, It is only the method of 
computing the policy and other contract 
liability deduction which is new,” he 
said, 
Advantages of Formula 


Advantages of the proposed formula, 
Mr. Beers continued, include the follow- 
ing: ie 
“(1) The amount of the deduction is 
based solely upon the rate of interest 
actually earned by the particular com- 
pany in the taxable year. There is no 
averaging of interest earnings by com- 
pany, nor do the operating results of one 
company have any effect upon the. tax 
teturns of another. 
ae) The tax of a particular company 
is responsive to changes in its interest 
tarnings. The amount of tax will fluc- 
tuate upwards in good years and down- 
watds in bad years, substantially in 
Proportion to the success of the company 
M its investment operations. Moreover, 
Companies with relatively higher sur- 
Pluses will pay higher taxes than those 
with lower surpluses. 

.(3) It is unlikely that the formula 
will fail to produce revenue as was the 
rase in 1947 and 1948 under the 1942 
aw. Under normal circumstances, the 
hy rate of interest would need to 
all below 1% before the tax would 
ee. Mr. Beers stated. 

N addition, he went on, neither man- 


ement decisions in connection with 
€rve strengthening programs nor ac- 


an assumptions made with respect 

terest rates used in computing re- 
not alter the tax results. 
T. Beers said that the second feature 
formula is designed to assure a 
€asonable tax on the few com- 
with relatively small investment 
Dut with substantial gains from 
iting or insurance sources, This 





€ applicable to surplus earned 


in the year that any such earnings are 
distributed through cash dividends to 
stockholders, he continued. 

“The ultimate effect of this second 
phase,” Mr. Beers concluded, “is that 
a tax liability will eventually be assessed 
against all cash dividends accruing to 
stockholders, regardless of how these 
gains arise. That portion of the earnings 
of the company which are related to 
interest will be taxed immediately in the 


particular tax year and any remaining 
earnings will be taxed at the time that 
they are recognized by the company 
through payments made to stockholders 
in the form of cash dividends.” 





NAMED STAFF SUPERVISOR 

Appointment of James R. Marcum as 
staff supervisor has been announced by 
Hilary J. Boone, Jr., general agent for 
Massachusetts Mutual Life in Lexington. 
In his new position, Mr. Marcum will 
assist in the recruiting and training of 
new personnel. 





Prudential Downtown Agcy. 
Now at 116 John Street 


The Downtown. Agency of The Pru- 
dential has moved to a new location on 
the 29th floor of 116 John Street, New 
York. The office, headed by Gerald A. 
Eubank and Hiram G. Henderson, serv- 
ices a very large volume of Prudential 
insurance held by New York area resi- 
dents. Offices were formerly located at 
40 Wall Street. 
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CONTINENTAL AMERICAN 


builds on quality representation 


You are sure to notice that there is 
something special about a Continental 
American man. It is his definite air of 
confidence and competency. Continental 
American is recognized for its well- 
planned, long-range personnel develop- 
ment program. We carefully select our 
men. We help to build their confidence 
and competency by providing a thor- 
ough course of training, effective sales 
tools and experienced supervision. As a 
result, their clients receive maximum 


CONTINENTAL AMERICAN 


LiFe 


benefits from Continental American’s 
Planned Life Insurance Programservice. 
Continental American has established 
an outstanding and continuous record 
of high average new sale—$13,764 in 
1957. Hand in hand with this record 
goes high average earning for Conti- 
nental American representatives. This 
clearly proves careful planning pays. 
Our representatives are outstanding in 
their field. There 7s something special 
about a Continental American man. 


INSURANCE COMPANY 


Wilmington, Delaware 




























































Page 16 





UNDERWRITER 











November 28, 1958 








Carrol Shanks Cites Five Objectives 


Washington — Five objectives which 
should be sought in achieving an equit- 
able solution to the life insurance com- 
pany Federal income tax problem were 
set forth by Carrol M. Shanks, president 
of the Prudential, in his statement before 
the House Ways and Means Committee. 

“1. The tax should fall equitably on 
(a) the policyholders of mutual com- 
panies, (b) the policyholders of stock 
life insurance companies, and (c) the 
stockholders of stock life insurance com- 
panies. Their interests are different and 
the solution must recognize this. 

“2. The tax must not put stock life 
competitive 
companies. 


insurance companies at a 
disadvantage with mutual 
Neither must it unduly burden the mu- 
tual policyholder in order to preserve 
competitive equality between these two 
classes of companies. 

“3. The must be one _ that 
understood by the public and 


solution 
can be 
which the public will accept. 
“4. The tax yield should 
life insurance as compared to 
forms of institutional saving. 


be fair to 
other 


should en- 
courage—or at little 
as possible—with the continued strong 
flow of the people’s saving through life 
insurance into the economy of the coun- 
try. 


basis of taxation 
interfere as 


“5. The 
least 


Cites Basic Difficulties 


On the way toward achieving these 
objectives, Mr. Shanks said that there 
have been four basic difficulties which 
have prevented the problem of life in- 
surance company income taxes from 
being clearly understood. 

The first difficulty, according to the 
Prudential president, is finding a formula 
that will not be unfair to certain classes 
of the life insurance business to the 
competitive advantage of others. 

To illustrate this point he 
three examples: 

(1) The difficulty of avoiding inequi- 
ties in applying a tax on only investment 
income to (a) a stock life insurance 
company writing nothing but non-par- 
ticipating contracts at guaranteed rates 
and (b) a mutual company having no 
stockholders and writing nothing but 
participating contracts. 

(2) The competitive inequities that 
might be put into play in applying a 
tax based on total income to the same 
two types of companies. 

(3) The application of any kind of 
tax formula to those companies ‘whose 
operations lie so far along the spectrum 
of the life insurance business that the 
general rules become almost totally in- 
applicable.” 

The second difficulty, according to 
Mr. Shanks, is that all life insurance 
companies are not alike. He noted that 
size variances, stock and mutual con- 
siderations and the fact that companies 
have many underwriting differences are 
all factors which make difficult the 
selection of a tax formula which is fair 
to all. 

The public relations problem created 
by the income tax situation was cited by 
Mr. Shanks as the third difficulty. He 
stated that people observe that the 
special statutes under which the life 
insurance companies are taxed because 
of the unique character of their business, 
produce results which do not square in 
all instances with orthodox tax thinking. 

“A business which depends for its 


selected 
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continuance and vitality upon _ public 
acceptance cannot afford to permit this 
condition to continue,” said Mr. Shanks. 
“No business has a greater stake in 
a stable economy than the life insurance 
business. In this unsettled world, there 
can be no stable economy without the 
payment of adequate taxes. We do not 
intend to shirk our responsibilities. But, 
on the other hand, we do not want our 
policyholders to bear an unfair share 
of the tax burden because of a mis- 
understanding of facts or a misapplica- 
tion of a principle to a situation to 
which it is unsuited.” 

The final difficulty, according to Mr. 
Shanks, “is how to arrive at a sound 
basis of taxation of life insurance com- 
panies that does not discourage the 
willingness of the American people to 
save through insurance. 

“In studying the details of various 
plans for taxing life insurance com- 
panies, it is well to keep in mind that 
the fundamental problem of our national 
economy throughout the post-war period 
has been the insufficiency of our national 
saving relative to the enormous demand 
for capital funds. This problem is likely 
to become even more difficult in coming 











Announcing — 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St.. New York 36 
Chicago Office: 134 N. LaSalle St. 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











years so that government policy needs to 
be directed toward encouraging more 
saving by the American people. Consid- 
eration of the proper method of taxing 
life insurance companies should have 
this in mind.” 





Treasury Tax Formula 


(Continued from Page 4) 


temporarily, obtain special tax savings 
by paying out unusual policy dividends. 








$200 Million in Force in 5 Years of Active Operation. 


GENERAL AGENTS WANTED... 
Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


| An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 






































issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance| Loan Benefit Insurance} Loan 
1 105,000 13,900 5,000 105,000 11,100 8,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
15 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 























ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 


teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (3) Guaranteed Reduced Premium 


in 20 years with the Increasing Amount o 


Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 


Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 


Columbia — 


io — Missouri and 26 


er States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 
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If there were no negative figure, the 
step 1 base would be its final tax base: 
If there were still a negative figure 
although smaller by the amount of th 
policy dividends, the company wou 
proceed to deduct one-half the adjuste: 
negative from the step 1 base as pre 
viously illustrated. 


Other Possible Adjustments Under 
Combination Formula 


Certain adjustments in arriving at th 
net operating gain mentioned by th 
Secretary might be incorporated int 
the two-phase formula. These adjust 
ments might well be kept to a minimu 
in view of the percentage reduction it 
the underwriting gain base provided 1 
the second step computation. 


Companies With Large Underwriti 
Gains in Relation to Net Investment 
Income (“Specialty” Companies) 


A company with relatively small ¢ 
negligible amounts of investment incom 
but substantial over-all profits fron 
underwriting activities, such as cred 
and Group insurance, is known in th 
industry as a specialty company. A con 
siderable number of life insurance com 
panies are in fact “specialty” compamies 
They now pay a tax on_investmel 
earnings, if any, and are substantially 
exempt on the underwriting gains whic! 
comprise the bulk of their earnings. 

The question arises whether the s¢ 
called “specialty” companies should b 
allowed the full benefit of the 50% 0 
similar reduction feature. 

The suggestion is sometimes made tha 
an appropriate line of demarcation be 
tween a specialty company and_ othe 
life insurance companies may be draw 
by defining a “specialty” company @ 
one whose net operating gain excee 
its entire net investment income befor 
deducting policy interest requirements 
Accordingly, the suggested 50% reduc 
tion might be limited to such_portid 
of the net operating gain as does 10 
exceed the net investment income. Th 
effect of this limitation would be ! 
apply the full corporate income % 
rates to amounts of net operating 8! 
in excess of the net investment incotl 

A combination method such as 
foregoing would deal with certain of 
problems which arise under the exclusil 
use of either the investment income ® 
the net operating gain approach, Amo 
the problems of the net operating s# 
approach with which such a combinatl 
formula would deal are possible comp 
titive imbalance arising from the dedtt 
tion of unusual policy dividends and! 
tax effects of a changed approach | 
policy reserves. 

The combination formula would 4 
correct inadequacies of the investmél 
income method by bringing the meas! 
of the taxable margin of investment ® 
come into closer alignment with cur 
conditions and supplementing it ™" 
some recognition of underwriting 84" 
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Brokers from coast to coast find there’s 


mg tremendous appeal in Travelers Life con- 
tracts. Take the guaranteed cost principle, 
_ for instance. You can tell your clients that 
tit the low rates are guaranteed, just as the 
benefits are. 
S Then there’s the matter of service. The 
5 Travelers has a claim service network that 
| covers the United States and Canada with 
more than 4,000 full-time employees in more 
Oe than 250 locations. 
- Add to this the fact that a trained, ex- 
redif perienced Travelers brokerage man is anxious 
- the to serve you—without charge. Yes; he’ll help 
con you plan and develop business—and you get 
a full commissions on everything you write. 
met See The Travelers branch office or general 
tiall agency nearest you for information about 
rhic Travelers insurance. Or send the coupon for 
s information. You’ll agree this is the life. 
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Schmuck For Combination Tax Plan 


Washington—A proposal to tax life 
insurance companies partly on an invest- 
ment income formula and partly on a 
total receipts formula “has strong prac- 
tical merit provided it gives full recog- 
nition to the fact that all parts of the 
formula should be based on a company- 
by-company approach,” according to 
Edward J. Schmuck, vice president and 
general counsel of Acacia Mutual Life. 
Speaking before the Ways and Means 
Subcommittee, Mr. Schmuck declared 
that “we feel that within the broad 
outlines of this proposal there may lie 
the long-awaited solution to the need 
for permanent legislation covering the 
taxation of life insurance companies. 

Urging that the subcommittee study 
the “combination” proposal and attempt 
to develop a bill within its framework, 
Mr. Schmuck suggested that such a 
bill should be based in its investment 
income aspect on the surplus interest 
approach or some approach which does 
not incorporate an averaging or other 
arbitrary factor. ; 

“Full allowance shouldbe granted for 
investment expenses. Both in the in- 
vestment income aspect and in the total 
receipts aspect, such a bill should take 
account, among other things, of the 
possible need for adjustments for small 
companies and for companies whose re- 
serves have not been fully strengthened 
or in which the relationship between 
reserves and surplus is substantially 
below the average for the life insurance 
industry as a whole. 

A general approach to a permanent 
life insurance tax legislation, Mr. 
Schmuck said, should “provide tax rev- 
enues in an amount which the life 
insurance companies can reasonably 
bear, and which will reflect an appro- 
priate total contribution from the oper- 
ations of our business to the needs and 
purposes of the Government. 

“Of equal importance, the tax formula 
to be enacted into law, in its distribution 
of the tax burden among the individual 
life insurance companies, should give 





John A. Lloyd 


(Continued from Page 4) 


definition of a life insurance company 
the further provision that if a company 
has a net gain’ from operations after 
dividends to policyholders in excess of 
200% of its net investment income, it is 
not a life insurance company for income 
tax purposes and is, therefore, taxable 
as any other non-life insurance corpora- 
tion. 

4. “Retain the 87%4% allowance for 
reserve interest requirements deductible 
on the first million of taxable investment 
income but reduce from 85% to 80%, 
the reserve interest requirement deduc- 
tion allowed on the balance of the tax- 
able investment income. 

5. “Restore the 85% credit on account 
of dividends received on stock invest- 
ments. 

6. “Treat the accident and health por- 
tion of the life insurance business as at 
present under the Mills Bill. 

7. “Provide that when in any company 
the interest required to maintain re- 
serves is greater than the 80% allowed 
to be deducted, such company would 
deduct an amount equal to the 80% 
plus the difference between the 80% 
and the actual percentage of investment 
income required to maintain its own 
reserves.” 

Mr. Lloyd estimated that such a bill, 
on the basis of 1958 operations, would 
produce taxes of approximately $425,- 
000,000 as compared to $290,000,000 col- 
lected in 1957 under current legislation, 
a gain to the Government of $135,000,000. 
He also noted that year by year as the 
business grows, the taxing results of this 
legislation would keep pace fairly with 
the true profits of the business. 


adequate recognition to differences of 
operating philosophy and results among 
the companies and differences in their 
financial structure and their accumulated 
capital, surplus retained and other funds. 
Recognition should also be given to the 
fiscal and competitive results flowing 
from those differences and to the ability 


Averaging, or other arbitrary formulas 
are unsound, he declared, including the 
1955 formula, which “has failed in its 
operation to bear a continuing relation- 
ship to the operating results of the life 
insurance companies and their capacity 
and ability to pay taxes individually 
in the aggregate. 

“Any formula which disregards the 
individual company’s operating results is 
so erratic in its impact among the com- 
panies that in itself it is an influence 


operating principles and different means 
of reducing the insurance cost to policy- 
holders,” Mr. Schmuck also said. 


In concluding Acacia’s presentation 
Mr. Schmuck reminded the Committee 
“that in a mutual life insurance company, 
which Acacia is, any taxes imposed are 
a charge solely upon policyholders. Taxes 
can be paid only as part of annual oper- 
ating costs, or by reduction or elimina- 
tion of dividend refunds made to policy- 
holders, or by depleting the surplus held 


taxes.” 


the individual companies to pay 


toward the stifling of true competition, 
particularly experimentation with 


new 


solely for the benefit of policyholders 
and owned by them.” 





The 34th in a Series of Advertisements 
Presented by New York Life 


to Help Guide Our Children to a Better Future 


Should your Child 
seek a Career 


in Life Insurance ? 


by CLARENCE J. MYERS, President, 
New York Life Insurance Company 


(As told to MORTON M, HUNT) 


OULD you like your child to be part of a 
Wy toes: that has to do with people’s 
brightest hopes and plans? Well, consider one 
whose commodity is the financial security of 
three-quarters of all American families. 


Would you like him to have a career in a 
great, far-reaching business? Then how about 
one which directly serves 109 million Ameri- 
cans and consists of 1,300 companies with 
home offices in 300 American cities? 


Would you like him to share in a business of 
major economic importance to the nation, as 
well? Then look into one which is helping fi- 
nance home building, pipelines, jet passenger 
travel, iron-ore mines, industrial plants and 
public utilities. 


And would you want him also to work in a 
business which is bustling and progressive—a 
“growth industry’? Think, then, about one 
that uses the latest electronic calculators, that 
offers new products hardly imagined a genera- 
tion ago, that has more than doubled its dollar 
volume in the last ten years. 


If these things intrigue you, then the career 
for your child may be in the business I’m 
talking about—the life insurance business. It 
offers young people many important oppor- 
tunities in a field that has excitement, scope 
and high purpose. 

Life insurance has had as remarkable and 
vigorous a growth in recent years as almost 
any business you can name. At the beginning 
of the century, life insurance protection on the 
lives of people in the United States totaled less 
than $8 billion; by 1929—the year of the Crash 
—it had soared to $102 billion—and it has 
more than quadrupled since then! A growing 
demand for financial security, an expanding 
population, and a rising standard of living are 
partly responsible. 


1 ee secessceapptags 


VO EN AMAA AMY AAA AAR 


But also responsible is the forward-looking 
attitude of our business. More and more com- 
panies insure whole families, whole businesses, 
whole groups of employees—small and large. 
We offer protection not only against the risk 
of death, but against the risk of disability and 
costly expense, due to accident or sickness. 
We furnish the methods by which people can 
provide for their own retirement income. Today 
there is greater scope and flexibility than ever 
before in meeting individual insurance needs 
—and budgets—by making the best use of 
various kinds of policies now available. Be- 
cause of such developments, last year was the 
best in the history of our business: Americans 
bought new life insurance policies amounting 
to $67 billion of protection, bringing total in- 
surance in force to $458 billion. 


No wonder our companies need “electronic 
brains’”—yet more than ever we need good 
human ones, for the electronic calculator only 
reckons; it doesn’t think creatively. In recent 
years, our business has been adding 15 thou- 
sand new employees to its payroll annually, 
and total employment will soon reach half a 
million. 


Still there’s no leveling off in view. The 
American people have never owned so much 
life insurance protection, yet we have hardly 
scratched the surface. Thirty percent of all 
Americans still have no life insurance what- 
ever. Forty percent of those who do have it 
feel that they have too little. And our popula- 
tion continues to expand. 





Even more attractive than the size, impor 
tance and growth of this business is the special 
feeling, the deep satisfaction life insuranc 
people develop about their work. We're proud 
of what we do for people; I hope it won't seem 
overly sentimental if I say we feel there is a0 
essential goodness about our work. 


Something of that spirit is reflected in the 
investment side of our business also, as We 
as in our “insurance operations.” Life insut- 
ance plays a dual financial role. On the one 
hand we provide family protection. In 9 
doing, however, we become responsible for 
investing the funds received from our thrifty 
policy owners, until such time as the promises 
in their policies must be fulfilled. We are vey 
mindful of this responsibility, of our duty ! 
invest the money conservatively, yet in ways 
that will benefit the entire economy our polity 
owners live in. For example, life insurane 
companies have traditionally been a majo" 
source of mortgage money to help people buy 
homes of their own. Currently, 3 million 
mortgages have been made by life insurane 
companies, providing about one-quarter ofa 
outstanding mortgage money. We take oe 
faction and pride, then, not only in safeguat 
ing the future of the American family but 
helping importantly, in the process, to bu! 
up America itself. 


If a career in such a business appeals to you! 
child, you and he will want to know wh 
of income it offers. Generally speaking, P 
scales are good. The beginning college 8" 
uate can expect about $3,600 to $5,000 tos 
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Southern Group Supports 


Investment Income Tax 


Washington—On behalf of the Asso- 
ciation of North Carolina Life Insurance 
Companies, Joseph M. Bryan, senior 
vice president, Jefferson Standard Life 
and chairman of Pilot Life, presented 
to the House Ways and Means sub- 
committee for its record a resolution 
adopted by the Association November 


10 on life company tax legislation now 
under consideration. 

The resolution, expressing the views of 
25 North Carolina life companies repre- 
senting 99% of all life insurance issued 
by domestic companies in the State, 
advocated a net investment income meth- 
od of taxing life insurance companies 
as “both the fairest and the most prac- 
ticable approach to a permanent solution 
of the problem.” 






Hogg Asks Removal Of Discrimination 


Washington—Removal of the discrimi- 
natory income tax on the pension busi- 
ness of life insurance companies was 
asked by Robert L. Hogg, vice chairman 
of Equitable Society. In his statement 
before the House Ways and Means 
Subcommittee, Mr. Hogg declared that 
life insurance companies are losing a 
substantial part of their existing busi- 
ness to trusteed plans of banks and 



















ents usually start on a combination of 
ary and commissions). Advancement is 
msonably quick; not uncommonly career 
on earn $10,000 within 5 to 10 years. For 
ose who grow in usefulness, there is a good 
sal of room in the $15,000 to $25,000 bracket, 
nda few leaders can, as in other fields, earn a 
figure income. 

But here is a big plus: our employment is 
ot materially affected by boom-and-bust cy- 
es or seasonal slumps. Even under severe 
nomic storms, our business rides with a 
~sonably even keel, for life insurance is the 
estment people usually buy first and hold 
1 to longest. From the peak of 1929 to the 
epths of 1933, employment in life insurance 
topped less than 1!4 percent. Few industries 
an equal that stability. 


What sort of openings are there in our field? 


4 e 


Insurance companies help keep the wheels 
of our economy turning by loaning tremen- 
dous sums of money to business and indus- 
try. To protect policy owners’ interests, in- 
vestment analysts go out into the field and 
collect first-hand facts about firms seeking 
such capital, 













Hhelist, for both men and women, is extremely 
atied. There is a place in life insurance for 
mathematicians, statisticians, accountants, 
gents, sales managers, investment analysts, 
eonomists, real estate experts, researchers of 
any sorts, personnel managers, doctors, au- 
dmation engineers, lawyers, public relations 
ind advertising personnel, methods and pro- 


jrance dures analysts, clerical people, and so on. 

as Where do they all fit in? Let’s take a mo- 
‘ oA nentary bird's-eye view of the business as a 
> 1S hole. Most people think of life insurance 


incipally in terms of selling. But that’s only 
ne very important part of it. First, there are 
‘perts who research and design our “prod- 
ict'—the many types of protection people 
in this modern world. Then the policies 
re be sold across the nation. Backing up the 
a force are the home office and field service 

haa, People who authorize and issue the 
Policies applied for, service them and pay ben- 
‘ *. The funds from premiums must be wisely 

tsted to help keep the cost of insurance 


















ways WN; that, too, takes a special staff. Finally, 

policy #""ughout all parts of this operation are 

yrance @4ny levels of management. 

oa bod result, there is room within the life in- 

‘lion Wo ta eld for career people of many kinds 
ent and personality. Let me give you just 

yranc® Hi few examples 

-of all I vom 

satis ee analysis will appeal to a logical 

guard: Bi N who enjoys collecting information, 

but in “08 searching questions, and getting to the 


] . 

build at of business operation. He studies securi- 
tips es company reports and makes field 
tutanes acing guide the investment of life 
tkind Rte grad unds. Many investment analysts 
: oa) a uates of business administration 
By ‘rad te aah companies will generally take a 

statt fhim fo minded liberal arts graduate and train 
¥ t this work, However, if he is the kind 










who likes exciting speculation and lone-wolf 
operations, he won’t fit into our picture. We 
make our investments carefully, patiently and 
by collective thinking. 


Related to this is the work of the mortgage 
loan specialist who studies applications, evalu- 
ates properties, and works out loan terms. 
Some seven thousand investment analysts and 
mortgage loan specialists were involved in the 
investment of $17 billion of life insurance funds 
last year—almost twice as much as the federal 
government spent in the peak pre-war year 
(1940). 

The actuary might be called the engineer in 
our business—he designs what we sell, de- 
termines its price and watches its performance. 
He is interested in mortality experience, occu- 
pational hazards, medical progress and every 
other factor that may have a bearing on pre- 
mium rates and policy provisions, and eventu- 
ally on his company’s success. Of course some 
actuarial work is highly technical, but it isn’t 
true—as is often popularly thought—that the 
would-be actuary should be something of a 
mathematical genius. As a matter of fact he 
will find plenty of oppartunity to acquire 
special technical knowledge after he enters the 
business. In general the province of the actuary 
is statistics, and what is required of him is the 
habit of meticulous, rigorous thinking. That 
and one other thing: an abiding interest in 
human values. One man I know calls the 
actuary “‘a sociologist with a slide-rule.”’ There 
are less than 1,800 actuaries in the United 
States and Canada today and the need for 
more is urgent. 





The actuary is the “‘engineer’’ of the insur- 
ance business. And while “electronic brains” 
speed the calculations used by him and other 
specialists, human brains must pose the 
questions and creatively apply the answers. 


The agent is the best known of life insurance 
men (there are 196,000 agents and 41,000 
agency managers). In the last 20 years life in- 
surance selling has undergone important 
changes. Much attention is paid to the selec- 
tion of men and women for this career—in- 
cluding, for example, the use of psychological 
tests to screen out those not likely to succeed. 
And a great deal of emphasis is placed on 
company training programs. 

Actually a good agent’s training never stops. 
He strives, first, to me expert in family 
finance; then, to extend his knowledge into 
the field of ‘‘business insurance.”” He becomes 
interested in tax law and estate planning. He 
may need to work closely with lawyers, ac- 
countants and trust officers. Naturally, a col- 
lege education is increasingly useful and im- 
portant to the would-be agent. 


Yet neither an education nor technical 
knowledge is a guarantee of success, for the 
agent’s personality is important also. He needs 
a warm heart, as well as a good head. He must 
like to listen to other people’s problems, share 
their dreams and instill in them a feeling of 
confidence in the future—and in himself. And 





along with everything else, he must prefer self- 
employment to a payroll job, for his compen- 
sation will depend on his sales and service to 
his clients, for which he alone is responsible. 
This takes discipline and self-assurance. 


Yet those who are exhilarated by independ- 
ence will like the career. Furthermore, the 
agent can rise as fast as his sales abilities per- 
mit, without waiting for a promotion. Agents 
can pass the $10,000 mark faster than any 
other life insurance careerists; many do so 
within five years and keep going up. 


Other careers in insurance will suit still 
other kinds of people—the extrovert and the 
introvert, the imaginative man and the logical 
one, the restless doer and the patient planner. 
All pay solid salaries, and all yield a satisfying 
knowledge of working in a business which 
serves the financial needs of people as no other 
business does. For almost all, a specialized 
education is unnecessary; a general education 
and willingness to learn are enough... our 
trade associations offer many specialized life 
insurance courses. 


In fact, what we need most, perhaps, isn’t 
even taught in college—it’s on-the-job man- 
agement skill. Throughout our business, from 
agency offices to home offices and from small 
departments to the largest, there is a serious 
and growing need for additional young men 
and women with genuine managerial ability. 
From my conversations with many other life 
insurance executives, I know this to be the 
major personnel problem now facing our 
companies. No matter where your youngster 
starts, if he can capture the insurance view- 
point and demonstrate managerial talent, 
there is only one direction his career in life 
insurance will lead—straight up. 


Then, as he senses more keenly to what 
deep social responsibility he has been led by 
his concern with people and their future, the 
higher will his own future be. 


HOW TO HELP YOUR CHILD 
HAVE THE CAREER HE WANTS 
Many factors will enter into your child’s choice 


of a career: his interests, his ambitions, his 
abilities, the counsel he receives from teachers, 


friends and family. But, most of all, it will 


depend on his opportunities to get the training 
he needs to enter the field of his choice. 


Even though his college days are still years 
away, it’s never too soon to start making sure 
that your child will have the opportunity to 
continue his education when the time comes. 


Your New York Life agent has chosen as his 
career the business of helping families plan for 
the future—for education, for retirement, for 
all the things which life insurance helps make 
possible. Through training and experience he 
has become a highly qualified specialist. You'll 
find him both able and willing to help you. 


For reprints of this article in booklet form, 
write to: 


New York Life 


Insurance Company 


Dept. PI-1, 51 Madison Avenue, 
New York 10, N. Y. 


The New York Life Agent in Your Community 
is a Good Man to Know 


Copyright 1958, New York Life Insurance Company 


trust companies and unless a fair com- 
petitive advantage is established, this 
trend may be expected to continue more 
rapidly. 

“The greatest single item of expense 
in an insured plan is the Federal in- 
come tax, a cost not borne by a trus- 
teed plan,” said Mr. Hogg. “A life 
insurance company in its pension oper- 
ations cannot compete on a cost basis 
with the tax-exempt operations of a 
bank or trust company. Life insurance 
companies have lost ground to their tax- 
exempt competitors.” 

Mr. Hogg introduced statistical data 
showing the growth of trusteed pension 


plans. 

“In 1950, insured and trusteed plans 
shared the field on roughly a fifty-fifty 
basis in terms of total funds held. To- 
day, eight years later, the ratio stands 
at about forty-sixty against the pension 
plans of life insurance companies,” he 
reported. “In terms of current annual 
contributions only 35% is going to in- 
sured plans and the proportion is de- 
creasing rapidly.” 

Mr. Hogg said that “this spectacular 
shift to trusteed pension plans does not 
arise solely because of the establishment 
of new pension plans. The life insur- 
ance companies are losing a substantial 
part of their existing business to trusteed 
operations of banks and trust companies. 
Unless a fair competitive position is 
established, the losses may be expected 
to continue more rapidly.” 

Mr. Hogg stated that these losses of 
pension business include both plans 
which change fully or partially to a 
trusteed basis. He gave the illustration 
of six life insurance companies, account- 
ing for 76% of total Group annuity 
premiums, which reported 199 cases of 
complete change to trusteed plans from 
January, 1954 to July, 1958 with an 
annual premium loss of $10,000,000. 


Advantages of Insured Pensions 


Describing the advantages of insured 
pension plans, Mr. Hogg said that life 
insurance companies provide: 

“(a) guarantees of the adequacy of 
funding with no risk as to failure of the 
law of averages to operate; 


“(b) the benefit of an investment 
activity with opportunities for wide 
diversification and low investment ex- 
pense; 


“(c) an assurance that benefits accrued 
to date are adequately funded even 
though the employer should go out of 
business; and 

“(d) an assurance that paid-up pen- 
sions vested in ex-employes (portable 
pensions) will be secure and will not 
depend upon the employer always being 
in existence in order to administer and 
provide such benefits.” 

Stating that small employers need the 
services of life insurance companies in 
their pension programs, he said that 
“Federal income tax discrimination as 
to ‘qualified’ pension plans falls with 
special force upon the small employer. 
His only alternative is a risky venture 
for which he is unqualified. 

“The burden of the tax can ultimately 
fall on the employe by his receiving a 
lesser pension from the funds which the 
employer has available for a pension 
plan,” he said. 

Noting that it would not create any 
advantage for one life insurance com- 
pany over another, Mr. Hogg said that 
“the suggested tax equality would bene- 
fit only the pension contract holders. 

“It would equalize the position of 
insurance companies and banks in the 
pension field and treat pension business 
the same without regard to the entity 
furnishing the service. It is urgently 
requested that this committee again re- 
affirm its position taken in 1955 and 
correct the discriminating treatment now 
suffered by life insurance companies, 
and, at the same time, correct an in- 
justice which falls heaviest upon the 
small employer and, in its ultimate effect, 
can fall upon retired employes most of 
whom are in the lower income brackets,” 
Mr. Hogg concluded. 
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A DOWNTOWN N. Y. PENTAGON key are less competent, but it is a valu- 


able honor to receive. 


‘or a ti it looked as if lower New . : 
For a time it looked as if lower Nev The advertisements in Atlanta were a 


‘ork was falling i midtown New 
et bag ce gee tems . eee ” salute by the bank to seven men who 
c g boom which began . 
ork in the building mga have most recently won their degrees. 


several years after W orld War Il. But Their pictures and names were printed 
the busy revival of construction in the along with the names of the 75 other 
downtown section of the city in which Asleiets biases “cunts Sgties © Melhen Sites 


insurance buildings now playing a promi- 
nent role and the Chase Manhattan Bank 
is engaged in a tremendous construction 
operation in a large area on the edge of 
the insurance district has filled real es- 
tate columns. Now comes the announce- 
ment that another building of the Wash- 
ington Pentagon type is to be con- 
structed North of Brooklyn Bridge which 
will occupy a site of 1.3 million square 
feet for occupancy by Federal offices. 
When so much speculation was rife 
whether the financial center would con- 
tinue located in the same section:of New 
York where it had been for generations 


right to affix the initials to their names. 

Included in the text of the ad was this 
paragraph explaininz the work of the 
CLUs and what it means to the bank: 

Through our work in handling many 
estates and trusts, we at First National 
are keenly aware of the value of life 
insurance in estate planning. It is one of 
the most important keys to security you 
can have. It not only provides for your 
family in the event of your death but 
also represents a guaranteed source of 
cash for you when the need arises. 

The conception of the advertisement 
was undoubtedly thet of N. Baxter Mad- 
dox, senior vice president and trust offi- 
cer of the bank, who formerly was gen- 


many business concerns moved uptown, : : : 

’ ee ’ eral agent in Atlanta for Connecticut 
but as long as the chief headquarters ee ca 
; * é Mutual Life and who won the CLl 
of the leading banks and investment 

. eae degree some years ago. 

houses and many of the principal law ; 
offices are downtown (as is the New 





York State Insurance Department) the 
importance of that center will continue. 

The offices of the biggest life compa- 
nies are in midtown, with Equitable So- 
ciety now engaged in building one of the 
city’s tallest structures. It will be a 
complete block in extent on Avenue of 
and 


James F. Ramey, who retired recent!v 
as chairman of the finance committee of 
Washington National; his daughter, 
Tish, now of Mt. Dora, Fla., and Burton 
P. Sears, vice president-general counsel, 
same company, with Mrs. Sears, will take 
off December 3 for a British West Indies 
cruise. 

* x x 





the Americas between Fifty-First 
Fifty-Second Streets. Leland J. Kalmbach president, Massa- 
chusetts Mutual Life, is president of the 
ar > anh Wesson Hospitals’ United Building 
BANKS CLU TRIBUTE Fund, Inc., which has organized a 
; €: es : $1,500,00 campaign to finance enlarge- 
The First National Bank of Atlanta’ ment and improvement of facilities at 
in recent issues of Atlanta Constitution Wesson Memorial and Wesson Mater- 
nity Hospitals in Springfield, Mass. 


and Atlanta Journal ran novel page ad- 
vertisements dedicated to the life insur- 
ance men in that city who have won the 
designation CLU. These three initials 
stand for Chartered Life Underwriter, 
a designation which can be won only 
after a long period of intensive study of 
life insurance or matters affiliated with 
it. Such initials on letterheads and busi- 
ness cards of agents help them get entre 
into business offices of men who want 
to make sure they are dealing with ex- 
This does not mean that thou- 
not the CLU 


Other members of the 29-man corpora- 
tion governing the campaign include 
Richard A. Booth and Richmond Lewis, 
directors of the Massachusetts Mutual, 
and Corydon K. Litchard, CLU, general 
agent for the company in Springfield. 


* * * 


F. Hob>rt Haviland, retired vice presi- 
dent of Connecticut General Life, has 
been appointed chairman of the Connec- 
ticut State gifts committee for the 
Connecticut Institute for the Blind for 
1958-59. He has served as chairman 
since 1953. The Institute operates Oak 
Hill School for the Blind. 


perts. 


sands of agents who have 








T. SHAD MEDLIN 


T. Shad Medlin, superintendent of 
agencies, life, accident and health agency 
department of The Travelers was pre- 
sented with the highest alumni award 
of his alma mater November 13, in Lib- 
erty, Mo. William Jewell College had 
announced that The Travelers official 
would be presented with the Citation of 
Achievement as the feature of the 
Achievement day program at the Mis- 
souri College. Making the presentation 
was Dr. Walter Pope Binns, president, 
on behalf of the faculty and trustees who 
made the selection for outstanding 
achievements by Mr. Medlin “not only 
in the field of business but in civic serv- 
ice and personal stature.” 

Mr. Medlin was graduated from Wil- 
liam Jewell College in 1934 and did 
advanced study at University of Texas. 
He joined The Travelers at the Little 
Rock branch office as a field assistant in 
1937, being promoted to assistant man- 
ager there in 1940 and manager in 1941. 
After serving three years in the U.S. 
Navy with service on a destroyer in the 
Pacific he was named assistant manager 
at the Kansas City branch office in 1946 
and was made manager of the Richmond, 
Va., branch office. He was brought into 
the “home office as assistant superintend- 
ent of agencies on the staff of Vice Pres- 
ident Perry T. Carter in 1954 and became 
superintendent in 1957. 

* * * 

Gordon V. Moy, assistant treasurer of 
Colonial Life, was honored at a luncheon 
this week by his home office associates 


on his retirement after 25 years of 
service with that company. Mr, Moy 
is an alumnus of Pennsylvania State 


College where he received his bachelor 
of arts degree. At the outbreak of 
World War I, he interrupted his studies 
at New York Law School to enlist in 
the U. S. Army where he served as a 
pilot overseas. After the war, he prac- 
ticed law for a short time with his 
father, who was mayor of Plainfield, 
N. J., prior to joining the real estate 
department of Bankers Trust Co., New 
York. He became associated with the 
Colonial Life in 1933 as manager of the 
real estate department. Subsequently, 
he was elected assistant treasurer of the 
company. Mr. Moy is a member of the 
Masons and is active in various real 
estate and mortgage loan associations. 
A long time resident of East Orange, 
N. J., he plans to spend his retirement 
in Clearwater, Florida. 
x ok 


Edward F. Cavanagh, Jr., Fire Com- 
missioner of the City of New York, will 
address a luncheon meeting of the New 
York Chapter of the Society of Fire 
Protection Engineers on Tuesday, De- 
cember 2, at the Masonic Club of the 
City of New York. 





DRAKE 


J. M. 


J. M. Drake, board chairman of the 
Empire Life & Accident of Indianapolis, 
is enjoying three significant anniver- 
saries, One of the original founders of 
the Empire, the company reached its 
50th milestone this year, At the same 
time Mr. and Mrs. Drake observed their 
50th wedding anniversary and he has 
reached his 75th birthday. It’s a matter 
of record that Mr. Drake sold Empire's 
first policy, collecting for it in cash— 
15 copper pennies. He built debits from 
scratch in the early days, checked in 
collections, paid claims. He was the com- 
pany’s sales manager for many years, 
and rose through the ranks to chief 
executive of a company which has today 
over $145,000,000 of insurance in force. 
His daughter, Irma, is married to J. I. 
Cummings, Empire's president, and his 
ee Jane, is the wife of R. B. 

Rhoads, Sr., executive vice president. At 
Empire’s French Lick convention this 
month Mr. and Mrs, Drake rightfully 
occupied the spotlight. 


ae ee 


Arthur B. Goetze, president of the 
Western Electric Company, has_ been 
elected a director of the Fidelity-Phenix 
Fire of the America Fore Loyalty Group. 
Mr. Goetze has been a director of the 
Niagara Fire of the Group since Decem- 
ber, 1957. A native of Chicago, Mr. 
Goetze joined Western Electric in 1917 as 
a draftsman at its Hawthorne Works in 
Chicago. He became vice president in 
1952 and was elected president in 1956. 
Mr. Goetze has been a director of 
Western Electric since 1953 and is also 
a director of Sandia Corporation, Bell 
Telephone Laboratories, Nassau Smelting 
and Refining Co., Teletype Corp., West- 
rex Corp. and Northern Electric Co., 
Ltd. of Canada. 

x ok 


Harry W. Poulson, Boise, Ida., state 
national director of Idaho Association of 
Insurance Agents, has been apnointed 
regional chairman for the Nation: il Asso- 
ciation of Insurance Agents ad campaign. 
He will direct and coordinate activities 
for the fund raising drive in Montana 
Idaho and Utah. 


* * x 


Oliver L. Grubbs, Jr., was promoted 
to resident manager of the Orlando 
(Fla.) branch office of American Casu- 
alty. He was formerly fire and mace 

manager of Acco’ s Charlotte branch. } 
Grubbs has been in insurance since 19 29, 
except for four years in the Army Air 
gl He joined American Casualty in 
1953. 
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President Burridge, The National 
Underwriter, Succeeded by 
John Herschede 


Howard J. Burridge, president of the 
National Underwriter Co. since 1944, has 
retired in accordance with the company’s 
pension plan. He joined the organization 
in Chicago as an office boy 16 years after 
the company started. 

John Z. Herschede succeeds ‘him. Since 
1940 Mr. Herschede has been the com- 


, pany’s treasurer, and in recent years also 


secretary. His wife was Elizabeth Wohl- 
gemuth Herschede, who was only child 
of E. J. Wohlgemuth, founder and first 
president of the National Underwriter. 
With Mr. Burridge’s election as presi- 
dent, Mr. Herschede took a more impor- 
tant part in the management and ad- 
ministration of the company. He as- 
sumed a principal role in 1948 when he 
began a reorganization of the company, 
which involved centralization of most 
procedures at the home office and or- 
ganization of the activities of the cor- 
poration into functional divisions. 

In his early years with the company 
Howard Burridge devoted himself to 
selling and to work on the handbooks 
which the company published for various 
states. However, in 1918, when the late 
Charles M. Cartwright, editor of the 
National Underwriter, became ill, Mr. 
Burridge went to work as a reporter. 

In the early '20’s he returned to sales 
and became sales manager and then gen- 
eral manager. He was elected vice presi- 
dent in 1928 but continued to manage the 
sales division of the company until 1950, 
when CC. P. Woods took over those 
duties. 

Mr. Burridge frequently has contrib- 
uted articles and editorials to both of the 
weeklies, and until recent years contin- 
ued to provide editorial coverage of a 
number of important industry meetings. 
He had much to do with the development 
of all the publications but especially 
Diamond Life Bulletins, Fire, Casualty 
& Surety Bulletins, Little Gem. Unique 
Manual Digest, A & S Bulletins, etc. 

With his election as president he 
moved to Cincinnati where he now lives. 
One son, John C., is managing editor 
of The National Underwriter at Chicago, 
and another son, Robert, is a field man 
of Crum & Forster in Indiana. 


2 * * 
Edith F. Thompson 


Edith F. Thompson, who wrote about 
the insurance situation on North Dakota 
farms for the 1958 issue of The Gold Book 
ad also arranged for a Grand Forks 
Herald cameraman to photograph a con- 
9regation leaving a Lutheran Church in 
that city, together with a statement prais- 
ing life insurance given by its clergyman, 
'S editor of the women’s pages in the 
ant For a quarter of a century she 
a been chronicling the activities of the 
Daacibal women’s organizations of North 
the ota and is generally regarded as one of 
'e best known woman of North Dakota. 
i Her articles in The Gold Book and in 

er issues of The Eastern Underwriter 




















attent‘on that I 
have been asked if I would not print her 
life story. This I am doing in order that 
readers of this page may read a career 
which has exerted so much influence in 
North Dakota affairs. It is a newspaper 


have attracted so much 


and civic career which is loaded with 
human interest. 

Politics always have interfered with 
the more important events in my life. 
I was born here in Grand Forks the day 
the Democrats defeated the invincible 
Republicans by electing Grover Cleve- 
land—November 5, 1884; was married 
on North Dakota’s first primary elec- 
tion day, to the disgust of my candidate 
father, and celebrated my 50th wedding 
anniversary on another primary election 
day, again in Grand Forks. 

While I lay no claims to being a 
pioneer, as a visitor I saw the passing 
of the real prairie, during the summer 
as homesteaders turned: under that beau- 
tiful raw prairie with their plows. I vis- 
ited in several sod houses and always 
want to get up and shout, “You don’t 
know what you are talking about,” when 
a writer or speaker makes them out as 
the abode of a life once removed from 
gopher life. They were comfortable and 
often housed intelligent fine people mak- 
ing a new start in life. 

My early schooling was a bit sketchy 
for my mother was reared in private 
schools and looked a bit skeptically upon 
the available educational institutions. My 
basic instruction was obtained in a school 
run by Mr. and Mrs. Samuel Edwards, 
Quakers from Camden, N. J., on their 
farm north of Casselton. We moved to 
River Falls, Wis., in time for me to 
enter eighth grade. I graduated from 
the State Teachers College there in 1904, 

I taught one year in Thorp, Wis., just 
as that area was emerging from the 
very rough and ready lumbering era and 
was being settled by farmers, many of 
them natives of Poland. Returning to 
Grand Forks, I taught three years here 
and in 1908 was married in Maxhass, 
N. D., a three-year-old town which af- 
forded me some of my pioneering experi- 
ences. The bridegroom was Theodore 
Thompson. 

We have lived in the same house here 
since our marriage. Our one child, 
Dorothea. now Mrs. Warren D. Abbott, 
lives in Harvey, IIl., and keeps up the 
family’s newspaper atmosphere as she 
married a man in the editorial depart- 
ment of the Chicago Tribune. 

Depression in farm affairs did shock- 
ing things to the Thompson family’s 
income in the ’20’s, and in recognition 
of bond drive work and wide acquaint- 
ance in town and state, got me a job 
with the Herald in 1927. 

Charles Lindbergh and I started on 
our momentous journeys the same day. 
But Lindbergh knew how to pilot a plane 
and what I knew about newspaper work 
was what I saw on the front page. It 
all bespeaks wonderful patience and 
helpfulness from the men and women 
with whom I was thrown. 

An Episcopalian by birth and _ prac- 
tice, there has been an active part in 
the Women’s Auxiliary. As a member 
of the Business and Professional Wom- 


en’s Club, I have served as president, 
vice president and on the state federa- 
tion’s board. Other affiliations are the 
League of Women Voters, the Pembine 
Pioneer Daughters. I am a life member 
of the Thursday Music Club and am 
on the board of the North Dakota Fed- 
eration of Music Clubs. I belong to the 
state and national Press Women, and 
for a good many years of the state and 
national Pen Women. 

The YWCA board had my services for 
14 years and for even longer I was co- 
chairman of the YWCA building com- 
mittee. To show for those years is a 
modern $500,000 Community Center. In 
between times, I have done a little 
skiing, golfing, horseback riding, skating 
and gardening. In order that this not be 
anonymous, will add that my name until 
I was married was Edith M. Freeman. 

From this, it is evident that the insur- 
ance company which issued my hospital 
and medical policy is making money off 


of me. 
* * * 


Prominence of E. V. Mullenneaux, 
Father and Son 


E. V. Mullenneaux of Albany, N. Y., 
who recently observed his 50th anniver- 
Sary as a general agent of the General 
Accident, has long been civicly promi- 
nent in that city. Among this activities 
have been the presidency of the Albany 
Chamber of Commerce and local Travel- 
ers Aid Society; president of the local 
Kiwanis Club, and a member of the 
board of Community Chest, Boy Scouts, 
Y.M.C.A. and Family and Childrens 
Service, Inc. He is also prominent in 
the Trinity Methodist Church of Albany. 

His son, E. V. Mullenneaux, Jr., presi- 
dent of the agency since June, 1953, is 
following in his father’s footsteps as a 
community-minded insurance man. His 
activities include: member of the board 
of the Inter-Racial Council of Albany 
and of the State Council Against Dis- 
crimination. As the father of five chil- 
dren he is also active in the local Parent- 
‘Teacher Association. 

The older Mr. Mullenneaux has been 
secretary-treasurer of the agency since 
his son was elected president five years 


ago. 
Oi ow 


Government Ethical Codes 


Several Federal Bar Association sub- 
committee hearings have been held since 
FBA’s annual meeting last September at 
which were discussed proposals for an 
ethical code for administrative trials. 
Robert W. Lishman, chief counsel of 
the special committee “on legislative 
oversight of the House committee on 
Interstate and Foreign Commerce,” dis- 
cussed ethical code proposals at that 
annual meeting. 

“Speaking personally” and not as 
counsel of the subcommittee he gave 
some interesting comments on the sub- 
ject. 

“In our consideration we must remem- 
ber the difficulty of establishing morals 
by legislation,” he said. “Necessarily, any 
discussion of the subject matter must 
include reflection upon the perennial 
problem of good and evil.” He cited 
Judge Cardoza in his “Paradoxes of 
Legal Science,” who in making reference 
to Hobhouse’s “Morals in Evolution” said 
that the consideration of legal ethics 
must range from the ideal of the apostle 
to the working rule of the lawyer. He 
also quoted some views of Senator Aiken, 
attached to the 1951 Senate subcommit- 
tee report on ethical standards in Gov- 
ernment, of which subcommittee the 
Senator was chairman. Senator Aiken 
pointed out that no code of ethics “will 
automatically result in the elimination of 
corruption and debasement from the 
Government.” That is, Mr. Lishman said, 
something to which everybody will agree. 
“Laws alone will never improve . the 
ethical and moral standards in the Gov- 
ernment; only a clear sense of the honor 
and duty imposed on those who hold 
the trust of public service can accom- 
plish that end. ‘I have done nothing 
illegal’—the defense so dften put for- 
ward by those charged with improper 
and reprehensible conduct—represents an 
indifference to the public trust which, 
if continued, can successfully thwart 
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even the most comprehensive legisia- 
tion.” Continuing Mr. Lishman said: 
“The admitted difficulty of establishing 
morals by law does not mean, in my 
view, however, that we cannot improve 
the administration of law and justice by 
means of a published code of ethics, 
setting standards of conduct for all who 
participate in administrative proceed- 
ings. The task of formulating such a 
code calls for the careful thought and 
creative energy of all members of the 
profession of the law, especially the 
members of the Federal Bar Association 
who are now or formerly were lawyers 
for the Government and many of whom 
practice before the Commissions.” 

Continuing Mr, Lishman said: 

“It seems to me that any code should 
not be written in over-emphasis upon 
punishment of the relatively few rogues. 
As Holmes has indicated in his, “The 
Path of the Law,’ an ethical code should 
provide buoys whereby the good man 
may be reassured that he is on the 
true course. It should also affirmatively 


stimulate righteous conduct in those 
subject to its governance.” 
* * x 


Louisiana Surplus Liners 


Louisiana surplus line insurance bro- 
kers have organized the Louisiana Sur- 
plus Line Association. Twenty-five of the 
43 surplus line brokers licensed by Loui- 
siana Department represent the original 
membership. 

These officers were elected: 

President—L. K. Giffin, Southern 
Marine & Aviation Underwriters, Inc., 
New Orleans. 

Vice President—W. M. Daniel, Jr., 
Querbes & Bourquin, Shreveport. 

Secretary - Treasurer — Thomas Q. 
Winkler & Co., New Orleans. 

The first board of directors includes 
the president, vice president and sec- 
retary-treasurer in addition to George 
Martin of Martin-LeBreton Insurance 
Agency, Felix Burnett of Swett & 
Crawford, New Orleans, and Elmo 
Rodrigue of Cravens-Dargan & Co. 


* * * 


“Insurance” Blamed 


A Harvard economics professor said 
the cost of hospital treatment and medi- 
cal expenses have jumped ahead of gen- 
eral inflationary price levels by almost 
one-third since 1947. Medicai insurance 
plans are partly to blame, Seymour Har- 
ris told the Western Conference of 
Blue Shield, the parent organization for 
a group of these insurance schemes. In- 
surance, said Mr. Harris, “stimulates 
excessive use of hospital and doctor 
services” and insurance plans should not 
be expanded without a commensurate in- 
crease in the number of “doctors, beds, 
nurses and technicans.” 
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Glens Falls Reports 
Net Income in 1958 


FIRST NINE MONTHS RESULTS 





Marked Drop in Underwriting Loss; 
Assets Show Gain to $157,732,000; 


Life Insurance Association 





Operating results of the Glens Falls 
Insurance Co. for the first nine months 
of 1958 produced net income of $442,856 
compared to a loss of $1,590,969 for the 
same period last year. This amounts to 
earnings of 34 cents per share against a 
loss of $1.22 per share and excludes 
realized capital gains and losses. Pre- 
mium writings increased to $61,639,478, 
a gain of one-half of 1%. 

These results are from the nine 
months’ financial report of George D. 
Mead, president of the Glens Falls, to 
the board of directors at its quarterly 
meeting held November 21 at Glens 
Falls, N. Y. Other highlights showed a 
decrease of the underwriting loss to 
$2,106,051 from $4,115,647 for the first 
three quarters last year, and an increase 
of 3% in investment income to $2,570,522. 
Capital funds as of September 30, 1958, 
increased to $49,095,450 from $44,949,936 
as of December 31, 1957, while admitted 
assets advanced to $157,732,094 from 
$150,624,650 at year end 1957. 


Third Quart2r Improvement 


The ratio of loss and loss adjustment 
expense to premiums earned was 61.8% 
and the ratio of underwriting expense 
to premiums written was 40.5% for a 
total combined operating ratio of 102.3% 
as compared with 105.0% for the first 
nine months of 1957, The combined oper- 
ating ratio for the third quarter was 
99.2% which reflects considerable im- 
provement over the same quarter last 
vear and the second quarter of 1958. 
Mr. Mead emphasized that automobile 
insurance has been especially unprofita- 
ble and accounts for a major part of the 
loss to date. Compensation and certain 
marine coverages have also shown un- 
favorable loss ratios. 


Mr. Mead reported that the associa- 
tion with the National Life Assurance 
of Canada is proceeding satisfactorily. 


National has recently obtained licenses 
to operate in nine states including New 
York and is making all preparations for 
writing life insurance in several states 
early in 1959. A United States head 
office has been established in Glens Falls. 

Directors approved payment of the 
regular quarterly dividend of 25 cents a 
share on the capital stock of 1,300,000 
shares, payable on January 2. 1959, to 
shareowners of record as of December 


12, 1958. 


Woodland to Succeed 
Sirois With Mutual Assn. 


The Mutual Fire Insurance Association 
of New England announces retirement of 
Edward D. Sirois as executive vice 
president and secretary, effective Decem- 
ber 31, and election of William N. Wood- 
land as_his successor in those posts. 

Mr. Sirois is retiring under the asso- 





ciation’s pension plan because of ill 
health, President Harvey MacArthur 
stated. He has been with the organiza- 


tion of 24 agency mutual companies 
since January, 1946. 

Mr. Woodiand has resigned as editor 
of “The Standard:’ New England in- 
surance weekly, effective December 31, 
to take his new post. He is a native of 
Fall River, Mass., and has been active 
in insurance journalism since graduating 
from Boston University in 1932. He 
joined “The Standard” as_ associate 
editor in March, 1933 and became its 
editor in 1946. 

Mr. Woodland known 


is well as a 





Insurance Institute 
Annual Meeting Held 

NUMEROUS AWARDS PRESENTED 

President Plitt, Re-elected, and Other 


Officers Named; Dr. Loman Cites 
Progress and Problems 








The annual meeting of members of 
the Insurance Institute of America was 
held at the Hotel Sheraton-McAlpin in 
New York City November 18, with W. 
Irving Plitt, president of the Institute 
and vice president of the Atlantic Mu- 
tual, presiding. 


Matar 


W. IRVING PLITT 


At the luncheon meeting the Final 
Certificate of the Insurance Institute was 
awarded by Dr. Harry J. Loman, execu- 
tive vice president of the Institute, to 
267 persons from all parts of the United 
States who completed the requirements 
during the year 1958. 

Sixteen persons from the New York 
City area were presented with their 
certificates personally. Marie McCor- 
mick, winner of the prize for the highest 
grade scored in the Part B examination 
in January, 1958, accepted the Final 
Certificate on behalf of all who could 
not be present. 

Edward Rochie Hardy Prize 

Mr. Plitt then presented annual awards 
for outstanding achievement of exami- 
nees. The most important of these 
awards is the Edward Rochie Hardy 
Prize, given each year to the “most 
distinguished graduate of the year.” To 
be eligible the student must have a 
minimum of 85% in all examinations. 
Eligible candidates are then rated on 
the following points: character, per- 
sonality, promise of future usefulness, 
business bearing, and executive ability. 
The Hardy Prize this year went to Jack 
L. Terndrup, underwriter for the State 
Farm Mutual Auto. Ins. Co. at Spring- 
field, Pa. Landon V» Alexander, data 
processing planner, Cravens, Dargan & 
Co., Houston, Texas, received honorable 
mention. 

Other prize winners were as follows: 
Ben S. McKeel Prize, John W. Fitch, 
State Farm Auto, Bloomington, III. 

Institute Prizes - January, 1958: 

Part A, Robert W. Fuller, Great 





speaker at insurance gatherings and has 
taught the evening course in Insurance 
Principles at the Insurance Library 
Association of Boston for several years. 





American, New York. 

Part B, Miss McCormick, Lukens, 
Savage & Washburn, Philadelphia. 

Part C, Mr. Terndrup. 

May, 1958, Part A, Donald Reese Bull, 
State Farm, Lincoln. 

Part B, Alan C. Curry, State Farm, 
Bloomington, III. 

Part C, Dick M. Stravers, Hartford 
Accident & &Indemnity, Grand Rapids, 
Mich. 

The various officers and committees of 
the Institute made their reports. Dr. 
Loman outlined results for the past year 
and described the Institute’s problems 
and progress. He said that for the five 
years the revissed program has been in 
operation, 9,034 examinations have been 
taken and a total of 1,221 persons have 
completed all examinations successfully 
and have been awarded the Final Certi- 
ficate. He also emphasized the import- 
ance of the top management’s encourage- 
ment to their personnel to work for the 
Final Certificate. 


Election of Officers 


Officers were elected as follows: 

President, Mr. Plitt; executive vice 
president, Dr. Loman; vice presidents, 
John H. Dillard, vice president, Fire- 
man’s Fund, and Milton W. Mays, vice 
president, America Fore Loyalty Group; 
treasurer, F. Harman  Chegwidden, 
CPCU, vice president, Camden Fire; 
secretary, Arthur C. Goerlich, president, 
Insurance Society of New York. 

The following were elected to the 
board of governors: Walter E. Beeson, 
vice president, Great American Indem- 
nity; Frank J. Carey, deputy U. S. man- 
ager, Employers’ Liability; Percy Chubb, 
II, president, Chubb & Son; Harry 
Durham, president, Iowa National Mu- 
tual; Kenneth B. Hatch, president, Re- 
liance, and Guy E. Mann, vice president, 
Aetna Casualty & Surety. 





BROKERS TO HEAR BREWSTER 


Will Talk on Assigned Risk Losses at 
Meeting of Greater New York 
Association on December 9 
William H. Brewster, special assistant 
for public relations to the general man- 
ager of the National Bureau of Casualty 
Underwriters, will address the annual 
meeting of the Greater New York In- 
surance Brokers’ Association, Decem- 
ber 9. The meeting, which will open at 





7:30 p.m., will be held at the Hotel 
ee 228 West 47th Street, New York 
ity. 


_He will discuss the current automobile 
situation in a talk entitled: “New York 


Automobile Assigned Risks Lead the 
Parade in Creating Disastrous Loss 
Record.” 

Mortimer L. Nathanson, who com- 


pletes his second year in office at this 
meeting, will report on the association’s 
activities during 1958. The brokers will 
also hear reports on the 1959 legislative 
program and on other projects for the 
coming year. 

Edward Jaffin will head the slate of 
1959 officers who will be installed into 
office by Milton Shalleck, special assist- 
ant Deputy Superintendent of Insurance 
of New York. Other officers to be in- 
David D. 


stalled are: vice presidents, 
Greif, Samuel Dimson and Walter 
Grasheim; treasurer, Maurice Loebel, 


and recording secretary, Marshall Ru- 
benstein. 

The membership will vote on the fol- 
lowing slate of directors who were 
nominated at the November meeting of 
the board: Jac Epstein, Leonard Fried- 
man, Alex Goldberger, Robert J. Korn- 
stein, Maurice Loebel, Claude Markel, 
Herbert J. Pohs and Max Rakofsky. 





BRAY AGENCY PRESIDENT 

Rutherford L. Ellis has been named 
chairman of the board and Sims Bray 
president of the Lipscomb-Ellis Co. 
agency of Atlanta, Ga. Mr. Bray, a 
graduate of the University of Georgia, 
is a past president of the Atlanta Asso- 
ciation of Insurance Agents and of the 
Georgia Association. He helped organize 
the Southern General Insurance Co. and 
is a director of that companv and of 
the Chatham Towing Co. of Savannah. 
He has been officer of the insurance and 
real estate agency for 12 years. 


NAIA NAMES NEW YORKERS 


Headed by Albert E. Mezey as chair- 
man of the metropolitan and large lines 
agents, five New Yorkers have been 
named to standing committees of the 
National Association of Insurance 
Agents. Robert B. Douglass, Potsdam, 
is a member of the agency management 
committee; Richmond E. hompson, 
Valley Stream, a member of the casv- 
alty committee; Sidney Mang, Sidney, 
member of the fire safety committee, and 
Alma P. Sherman, Schenectady, member 
of the local board and membership com- 
mittee. 












OF EXPERIENCE 


A right arm for you 


The man above is an engineer 
from The Fund Insurance Com- 
panies. Because he has a Fund 
of Experience he can serve as 
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your right arm for obtaining new 
accounts and protecting your tar- 
get lines from your competition. 
He offers the right answers on 
technical problems relating to 
accident prevention, industrial 
safety, fire rating and structural 
evaluation. 


















Why not let your agency and 
your clients benefit from this 
Fund of Experience. Mail in the 
coupon below, or ask The Fund 
fieldman in your area to have an 
engineer from The Fund Insur- 
ance Companies pay you a call. 
In today’s highly competitive, 
highly complex insurance mar- 
ket, you can profit by his expe- 
rience. 





Fireman's Fund Insurance Compony 
Fireman's Fund Indemnity Compony 
Home Fire & Marine Insurance Comper 
Notional Surety Corporation 







ee eee ee SS ES ED GD eS ee ee ce a 
To: THE FUND INSURANCE COMPANIES 
Production Department * Home Office 
3333 California St., San Francisco, California 
| would like to meet your FUND representa 
tive. 
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Magrath Discusses Ratemaking for 


Fire Insurance in Fellowship Paper 


Joseph J. Magrath, secretary of the 
Federal Insurance Co., affiliated with Chubb 
& Son, a former head of the rating bureau 
of the New York Insurance Department 
and well known as an authority on rating 
matters, has been advanced to a Fellow 
cf the Casualty Actuarial Society. He has 
been a member for years. In his Fellow- 
ship treatise he discussed ratemaking for 
fire insurance, reviewed the program of 
Inter-Regional Insurance Conference and 
the 1958 New York revision. A digest of 
Mr. Magrath’s paper for the Society 
is here presented. 

The materials of rate making in the 
fire insurance business as discussed in 
the paper are the following: 

Standard Profit Formula, Standard 
Classification of Occupancy Hazards, 
Statistical Plan for Expenses, Plan for 
Reporting Catastrophe Losses. 

The plans for the utilization of these 
materials as set forth by the Inter- 


Regional Insurance Conference in its 
program of “Basic Principles” and 
“Recommended Procedure for Rating 


Bureau Review of the Overall Fire Rate 
Level by State” are discussed in the 
paper. The 1958 New York revision 
covering many of the basic principles 
and a great deal of the recommended 
procedure is included in the text. 


Inter-Regional Principles 


The basic principles of Inter-Regional 
are enumerated as follows: 

1. The principle of a 6% underwriting 
profit factor as set forth in the 1921 
profit formula of the National Board of 
Fire Underwriters as modified in the 
1949 subcommittee report of the NAIC 
shall be maintained. No over-all rate 
level adjustment shall be made if the 
indicated profit is within a tolerance 
zone of two percentage points above or 
below such 6% factor. 

2. Review of over-all rate level shall 
be annual; however, it is not the intent 
to require annual adjustment of rate 
levels. 

3. Underwriting profit as referred to 
shall be determined with use of direct 
earned premiums and incurred loss and 
incurred expense figures without regard 
to reinsurance. 


4. All available and relevant premium 


and loss statistics, including loss ad- 
justmen| expenses, of member and sub- 
scribing stock companies, adjusted to 


reflect current tariff rate levels, shall be 
used. [oss adjustment expenses shall 
be included with loss statistics. The 
Premium and loss statistics of other 
companies may be included in the deter- 
mination of actual and adjusted loss 
ratios to the extent that the use of such 
poor experience is necessary and perti- 
ent, 


5-Year Period for Fire, 10 Years 
for Windstorm 


5. In the case of fire rate levels the 
loss experience of not less than the most 
recent 5-year period shall be used, while 
In the case of windstorm or extended 
Coverages which involve the windstorm 
Peril the loss experience of not less than 


a recent 10-year period shall be 


6 As to expenses other than loss ad- 
justment expenses, only the experience 
°F member and subscribing stock com- 
panies reflecting comparable methods of 
tPeration and acquisition costs during 
i Most available year shall be used. 
: ch expense figures shall be treated as 
: unit and shall not be separated into 
fir several components. 


ee Due consideration shall be given to 
releye perience, expenses and all other 
"em factors within and outside the 
of iat including the important element 

nlormed judgment and the reflection 
all developments and trends which 


may affect prospective loss experience 
and expenses. 

In the 1958 New York revision the 
Standard Profit Formula alowance of 
6% margin for profit and conflagration 
hazard was followed. Attention is called 
to the purpose of the formula to include 
in expenses “Federal government taxes” 
and to omit consideration of the prepaid 
portion of commission expense and pre- 
mium taxes. 


Rating Bureau Procedure 


Inter-Regional suggested using six 
years’ experience for rate level purposes 
weighting them to enhance the effect of 
the more recent experience. The New 
York program as adopted used five 
years’ experience weighted to enhance 


the more recent experience. The com- 
parison follows: 

Inter-Regional New York 
1952 10% 
1953 10 15% 
1954 10 15 
1955 15 15 
1956 25 25 
1957 30 30 


The recommended program for adjust- 
ing experience. to reflect interim rate 
changes was adopted and used without 
difficulty. Agreement could not be 
reached on the inclusion of loss adjust- 
ment expenses with losses so these were 
treated as in the past as a part of ex- 
pense loading. ~ 

The exercise of underwriting judgment 
was applied to the indicated changes 
after using a credibility formula. The 
selected class changes were in some 
instances limited to a maximum increase 
or decrease of 25% and to the main- 
tenance of class differéntials on con- 
struction and protection. 

The credibility formula used is one 
not included in the Inter-Regional pro- 
gram. It is applied to the indications of 
class experience as follows: 


5-year Premiums Credibility 
Under $50,000. 5% 
$50,000. to $ 200,000 10% 
200,000. to 450,000. 20% 
450,000. to 800,000. 30% 
800,000. to 1,250,000. 40% 
1,250,000. to 1,800,000. 50% 
1,800,000. to 2,500,000. 60% 
2,500,000. to 3,200,000. 70% 
3,200,000. to 4,000,000. 80% 
4,000,000. to 5,000,000 90% 
5,000,000. and over 100% 


The formula further provided that the 
five-year loss ratio would not be affected 
more than 10 percentage points by the 
experience of any one year. 

The expense loading was the 1956 indi- 
cation for New York State derived by 
the National Board of Fire Underwriters 
from the Statistical Plan for Expenses. 
This was 47.1% including loss adjustment 
expense, 


Weekly Underwriter 
Telephone Tickler Ready 


The November, 1958, annual edition 
of The Telephone Tickler, published and 
distributed by The Weekly Underwriter 
in November, is off the press and copies 
are available. Numerous changes have 
taken place during the past year in the 
telephone numbers and addresses of in- 
surance offices in the New York area. 
A special effort went into the compila- 
tion of this edition to assure accuracy 
in the recording of these many changes. 

The Telephone Tickler has been bound 
with the improved spiral binding, which 
was first used in the 1952 edition. This 
binding has proved popular, since it 
facilitates use of The Tickler. 

Copies are now being distributed to 
advertisers, and those users who have 
already ordered, but, additional copies 
can be had at 50 cents each, plus sales 
tax, at the office of The Weekly Under- 
writer, Room 614, 116 John Street, New 
York 38, N. Y. (Plus postage, if mailed.) 











Great American Mergers 
Effective December 31 


Merger of the Great American Indem- 
nity, Rochester American, Detroit Fire & 
Marine and Massachusetts Fire & Ma- 
rine into the Great American Insurance 
Co. will become effective December 31, 
1958. The assets and liabilities of the 
four subsidiary companies, including 
premiums in force and losses outstand- 
ing, will be assumed by the Great Ameri- 
can, the surviving company, as of that 
date. 

Agents of the four subsidiary compa- 
nies to be merged are being licensed 
to represent either Great American or 
American National Fire. The American 
National is excluded from the merger. 





N. Y. Laws Adequate To 
Stop Deceptive Ads 


No new laws are needed in New York 
State to deal with untrue, deceptive 
or misleading advertising, according to 
the general counsel of the Greater New 
York Insurance Brokers’ Association. 
The final plug to any possible gaps in 
control was set in place last July 1, 
when an amendment to Section 421 of 
the Penal Law became effective, C. 
Joseph Danahy of Danahy & Delaney, 
Brooklyn, told the association’s board of 
directors in a specially prepared memo- 
randum. He said that the amendment 
makes any untrue, deceptive or mis- 
leading assertion, representation or 
statement of any sort a misdemeanor. 

Mr. Danahy made his study of existing 
law at the request of the association 
which was preparing additional legisla- 
tion for the forthcoming session of the 
New York legislature. He told the bro- 
kers that Section 441 of the Penal Law 
as amended, is “all inclusive” and that 
even though “it is penal in nature” it is 
incorporated by reference into Section 
273 of the Insurance Law. Section 273 
defines unfair methods of competition 
and deceptive acts or practices in the 
business of insurance by relating them 
to prohibitions in other sections of the 
insurance law as well as to sections of 
the penal law. 





Brown Joins Cargo Dept. 
Of North British Group 


G. Gordon Brown has become asso- 
ciated with the ocean marine depart- 
ment of the North British Group under 
M. M. Pease, United States marine 
manager. 

Mr. Brown is a charter member and 
also past president of the American 
Marine Insurance Forum. Presently he 
is instructor of the ocean cargo insur- 
ance course given by the Insurance So- 
ciety of New York and the Commerce 
= Industry Association of New York 
ity. : 


100A Reined Ghat: 


Thirty-one insurance agents were grad- 
uated November 6 from the School for 
Agents sponsored by Insurance Company 
of North America Companies. Brad- 
ford Smith, Jr., executive vice president 
of Insurance Company of North America, 
parent company of the INA group, 
presented diplomas to the graduates in 
ceremonies at the companies’ world head- 
quarters in Philadelphia. 

Nineteen states were represented 
among the graduates of this 46th class. 
The School for Agents, an intensive 
eight week course in the principles of 
fire, marine, and casualty insurance, 
was founded in 1947. Since that time 
more than 1,300 agents from all parts 
of the world have successfully completed 
the course. 








WOOD NORTHERN SPECIAL 


James D. Wood has béen appointed 
special agent in Ohio by «the Northern 
Assurance Group to assist State Agent 
Sherman at the Columbus office of the 
companies. Mr. Wood attended Bexley 
High School and was graduated from 
Ohio State University. 











NAIA Appoints Chairmen, 


Members of Committees 
Chairmen and members of the 11 
standing committees of the National As- 
sociation of Insurance Agents are an- 
nounced by President Archie M. Slawsby 
of Nashua, N. H. Chairmen are as 
follows: 

Finance, Charles S. McNew, Jr., Pine 
Bluff, Ark.; accident prevention, Alex- 
ander Dean, Minneapolis; agency man- 
agement, Floyd L. Rice, Warren, Pa.; 


casualty, Josiah O. Hatch, Savannah, 
Ga.; educational, J. Norvell Trice, Rich- 
mond, Va. 

Also fidelity and surety, Donald H 
Denton, Charlotte, N. C.; fire safety, 
Harry F. LeCrenier, Jr., West Palm 
Beach, Fla.; local board and membership, 
.. H. Bair, Jr., Albuquerque, N. M.; 
metropolitan and large lines agents, Al- 


bert E. Mezey, New York City; prop- 
erty insurance, Frank R. Bell, Jr., 
Charleston, W. Va.; rural and small 


lines agents, C. D. Swett, Woodland, 
Calif. 





New York Adjusters 


Plan Year’s Activities 


Committee chairmen of the New York 
Association of Independent Insurance 
Adjusters met with the officers last week 
to arrange activities for the coming year. 
The educational committee, under Chair- 
man Harold Daynard, will publish four 
educational bulletins annually. 

The grievance committee will rewrite 
the association’s constitution, by-laws 
and ethics and the membership commit- 
tee was instructed to be most careful 
in selection of applications for member- 
ship so that the high standards of the 
organization will be maintained. The 
roster committee will publish a complete 
list of all members, the lines they han- 
dle and areas they serve. The associa- 
tion aims to cooperate with insurance 
companies and continue to provide the 
industry with professional, experienced 
and ethical adjusters. 





Marine Clearing House 
Elects Ward Chairman 


Leslie A. Ward was elected chairman 
of the American Marine Insurance 
Clearing House, at the 13th annual meet- 
ing. Mr. Ward, who is president of W. 
J. Roberts and Co., succeeds Emil A. 
Kratovil as chief executive officer. 

Other officers elected were W. H. 
Curwen, Royal-Globe Insurance Group, 
vice chairman, and Robert A. Murphy, 
Chubb & Son, Treasurer. Edward R. 
King and Carroll W. Dawson continue 
as secretary and assistant treasurer. 





Charles Barnard Joins 


Talbot, Bird & Company 
Talbot, Bird & Co., Inc. of New York, 
announces that Charles Barnard has 
joined its underwriting staff. He will 
be interested principally in cargo under- 
writing. Mr. Barnard has had a com- 
prehensive and varied experience, hav- 
ing been with the American Foreign 
Insurance Association for over ten years, 
not only in the home office in New York 
but as well in India and Japan. 





QUEENS CO. AGENTS MEET 


The Insurance Agents Association of 
Queens County held its monthly meet- 
ing November 20 at Antun’s Restaurant 
in Queens Village, Long Island. Wil- 
liam Long, Phoenix of London, and 
John Belanus, Aetna Insurance Co., 
spoke on the new dwelling policy arising 
out of consolidation of the Homeowners 
and Comprehensive Dwelling Policies. 
George Nelson, Commercial Union 
Group, public relations chairman of the 
Suburban New York Field Club, super- 
vised the program. President Helen 
Goodrich presided. 
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IAC Meets Dec. 9-10 
In New York City 


FULL PROGRAM IS ANNOUNCED 





Gathering at McAlpin Will Hear Pres. 
Clement, Ely, Schenke, Young, Taylor, 
Lange, Hicks, Smitheman, O’Meara 





J. Kenneth Cagney, vice president and 
program chairman of the Insurance Ad- 
vertising Conference, has announced de- 
tails of the 1958 mid-year meeting to be 
held at the Sheraton-McAlpin Hotel in 
New York on December 9 and 10. The 
program for TAC’s first two-day mid- 
year meeting is an industry program 
for the most part, in which insurance 
advertising men will appraise their own 
work and its results in the light of pre- 
conceived objectives. 

The social highlight of the meeting 
will be a reception Tuesday evening, De- 
cember 9. The Tuesday morning session, 
with Mr. Cagney presiding, is as follows: 

President W. W. Clement of IAC will 
speak on the accomplishments and ob- 
jectives of the conference. Dwight P. 
Ely, retired director of public relations 
of the Ohio Farmers Companies, will 
adrdess the members on the changing 
panorama of insurance advertising during 
his 40 years in this field. Walter Harri- 
son of The Travelers will discuss the 
new advertising program of his company 
with ‘emphasis on its novel approach 
toward making friends and influencing 
people. 

Luncheon will be at 12:30 p.m., with 
Dr. Virginia Miles, nationally known 
authority on interviewing-in-depth and 
other phases of motivational research, 
as speaker. 


Tuesday Afternoon Program 


The afternoon session, with John R. 
Eklund presiding, will feature the follow- 
ing addresses: Edmund V. Schenke, ad- 
vertising manager of the Royal-Globe 
Group and an IAC past president, will 
discuss direct mail advertising with 
specific reference to his companies’ in- 
tensive efforts along that line. Kenneth 
M. Young, committee secretary of the 
Dominion Board of Underwriters, will 
bring a Canadian viewpoint to bear on 
public relations problems by drawing 
upon his experience as a successful mag- 
azine editor. T, Ramsay Taylor, assist- 
ant secretary of the U. S. Fidelity and 
Guaranty, will tell “How to Sell Man- 
agement on Advertising.” 

On Tuesday evening, following the 
president’s reception there will be a 
banquet with Roland Lange, assistant 
to the president of the Hartford Insur- 
ance Group and chairman of the public 
relations committee of the National 
Board of Fire Underwriters as speaker. 

On Wednesday, December 10th Charles 
K. Oaks will be presiding at the morn- 
ing session which will commence with 
an address by Howard Chase, head of 
the public relations group at McCann- 
Erickson. 

Malcolm B. Hicks. advertising man- 
ager of the Home Insurance Co., will 
discuss his company’s extensive use of 
radio as an advertising medium. Follow- 
ing Mr. Hicks, Clark W. Smitheman, 
assistant advertising manager of the 
North American companies, will talk 
about the part television has played in 
North America’s over-all advertising 
program. William J. O’Meara, casualty 
advertising manager of the Aetna Life 
Affiliated Companies, will tell how his 
companies have made the initials PS 
stand for something more than “post 
script.” 

Bennett Cerf, president of Random 
House and well known to all as a tele- 
vision personality, will be the speaker 
at the luncheon. 





N. J. POND PARTY DEC. 3 

The annual Christmas party of the 
Garden State Pond of Blue Goose will be 
held Wednesday evening, December 3, at 
The Rock, West Orange, N. J. A high- 
light of this meeting will be presenta- 
tion of life membership certificates to 
“Doc” Cleaves and Fred Groves. 


Award for AMIA Safety 
Expert Joseph C. Stennett 


Joseph C. Stennett, manager of the 
accident and fire prevention department 
of the American Mutual Insurance Al- 
liance, received one of three annual 
Merit Awards of the Chicago Technical 
Societies Council at a meeting of the or- 
ganization held November 12 at the 
Furniture Club of America in Chicago. 

Mr. Stennett is an industrial engineer- 
ing graduate of Pennsylvania State Col- 
lege, and his professional life has been 
spent in application of engineering prin- 
ciples to accident prevention, and to 
organization for safety in military and 
insurance operations. 


Albany Field Club Meets 


At the monthly meeting of the Albany, 
N. Y., Field Club, William Murphy, 
special agent of the claims bureau of the 
New York office of the Association of 
Casualty and Surety Companies, spoke. 
Fifty-eight members and five guests 
were in attendance. 

Nominated for membership were Wil- 
liam Sarvy of the America Fore Loy- 
alty Group, and Robert Collins of the 
Aetna Casualty. 


0’Mahoney Talk 


(Continued from Page 1) 








Adams, the sixth President of the United 
States, was the first president who ven- 
tured to assert in his inaugural address 
that the experiment in popular govern- 
ment has been a success. And Abraham 
Lincoln, the fourteenth President, in his 
memorable Gettysburg Address, declared 
that the great conflict of the Civil War 
was a test of whether government by the 
people could long endure. It has endured 
to this time. It will endure. 

“But the Communist powers are deter- 
mined to overthrow it. The battle for 
its preservation must be fought by the 
leaders of American business and Ameri- 
can government in their determination 
to draft the formula which will preserve 
both economic freedom and_ political 
liberty for all the people. 

“T am confident,” said the Senator, 
“that the leaders of the insurance indus- 
try, those who manage the _ business 
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and those who in the states are charged 
with the duty of regulating the business, 
will cooperate now with the Senate sub- 
committee to prove that the invitation 
extended to the States and the insurance 
industry in the Act of March 9, 1945, 
Public Law 15 of the Ist Session of 
the 79th Congress, was not extended in 
vain.” 

The Senator stated 


that “in every 


generation we have found leaders of 
business seeking ways and means of 
escaping public regulation. They say 


they are for free enterprise. What they 
mean is that they don’t want business 
to be regulated by the government in 
the public interest. They want the power 
to run the economic system themselves.” 
Accuses Insurance Industry 

He then accused the insurance industry 
of trying to escape regulation following 
the SEUA decision by the U. S. Supreme 
Court’ holding insurance interstate com- 


merce. Giving his interpretation § of 
Public Law 15 Sen. O’Mahoney con- 
tinued: 

“Tt does not legalize monopoly. It 


does not deprive the states of the power 
to regulate. It does not repeal the anti- 
trust laws. On the contrary, it was 
an invitation to the states to regulate 
the insurance industry and it does not 
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sacrifice the power of Congress to regu- 
late insurance in the field of interstate 
and foreign commerce if state regula- 
tion fails to protect the public interest. 

“Let nobody misunderstand this act. 
It is short and simple. The concluding 
sentence of the report by which Senator 
McCarran submitted the new bill (S. 340) 
to the Senate on January 24, 1945, clearly 
states its purpose. This paragraph reads 
as follows: 

““Enactment of this bill will (1) re- 
move existing doubts as to the right of 
the states to regulate and tax the busi- 
ness of insurance, and (2) secure more 
adequate regulation of such business.’ 

“That purpose, so clearly stated in this 
report, is still my purpose and, in my 
opinion, ought to be the purpose of 
every person engaged in the insurance 
industry wherever that industry is car- 
ried on. When the report refers to 
‘adequate regulation,’ it does not mean 
‘control,’ it means ‘regulation.’ That is 
to say, it means that the public authority, 
not the private managers, shall write 
the rules of the game. More than that, 
it does not mean that the states are 
authorized by any word or sentence of 
the McCarran Act to grant by legislation 
licenses to any private groups to control 
the industry and exclude private enter- 
prisers who desire to compete, 


Antitrust Laws Not Repealed 

“It does not repeal the antitrust laws. 
It granted a moratorium of less than 
three years, saying that ‘until’ (and | 
emphasize the word until) January |, 
1948, the Sherman Act, the Clayton Act, 
the Federal Trade Commission Act, and 
the Robinson-Patman Act ‘shall not 
apply to the business of insurance of 
to acts in the conduct thereof.’ 

“Then there is a specific provision that 
after (and I emphasize the word after) 
January 1, 1948, the antitrust acts ‘shall 
be applicable to the business of insurance 
to the extent that such business is not 
regulated by state law.’ When Congress 
used the word ‘regulate,’ it was using It 
in the same sense in which it was used 
by the drafters of the Constitution 0! 
the United States—in the same sense I 
which it was used by Chief Justice John 
Marshall—in the same sense in which 
it has been used throughout the history 
of free government, namely, to mea 
that the public interest shall be pro 
tected by public regulation in all phases 
of commerce from the evils of private 
conspiracy and private monopoly. 

“It was the plain intention of Congress 
to protect the millions of people who 
buy insurance of every character from 
conspiracy and monopolistic endeavors 
by those who manage the business. 


MARSHALL AETNA SPECIAL , 

Appointment of Richard A. Marsha 
as special agent in eastern Massacht 
setts for the Aetna Insurance Co. ! 
announced. He replaces Edward , 
O’Keefe who has resigned to enter 
insurance agency business. A native “4 
Melrose, Mass., Mr. Marshall was edu 
cated in public schools in Malden, Mass. 
and attended both Northeastern am 
Boston Universities. He entered instt 
ance in 1949, 
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Industrial Fires Held 


Fault of Management 


Management must take the major 
blame for this country’s annual quarter 
pillion dollar loss in industrial fires, a 
fre protection engineer charged at 
Pittburgh last week. Failure of plant 
owners and operators to protect indus- 
trial properties is responsible for the 
major fires which “close down plants, 
put people out of work, unsettle insur- 
ance company reserves and disrupt our 
national economy which depends on con- 
tinuous and ever expanding production 
for its existence,” according to Chester I. 
Babcock, manager of the National Fire 
Protection Association’s fire record de- 
partment. 

Last year 41,000 industrial fires caused 
property damage totalling $232,000,000, 
Mr. Babcock revealed. Of these 41,000 
fires, only 161 accounted for nearly half 
the total loss. It is these large loss fires, 
he asserted, that basically are caused by 
wwners and managers who in many cases 
“have never given fire protection more 
than lip service or even completely ig- 
nore it, possibly under the illusion that 
an insurance policy premium solves all 
their fire problems.” 

Others “realize they’d better do some- 
thing but lack understanding of the 
complexities of the problem or lack 
proper guidance.” A third group com- 
prises those who “have provided protec- 
tion which on paper appears to be ade- 
quate in all respects” but have over- 
looked the possibility of human failure. 





Hopkins Claims Manager 
Mutual Fire Association 


The Mutual Fire Insurance Associa- 
tion of New England is expanding the 
field of its claims division to New York 
and New Jersey, with the addition of 
Vincent W. Hopkins to the association 
staff as claims manager. The association 
will continue to supervise losses for 
member companies in New England from 
Boston headquarters, where Wesley G. 













Angell has been manager of the claims 
division since 1955. 

_ Mr. Hopkins has been general adjuster 
in the Eastern department of the Gen- 
eral Adjustment Bureau, at New York. 
Before going to New York, he was with 
the bureau in New England, serving as 
manager at Hyannis, Mass., and as- 
sistant manager at Providence, R. I. 
He is a graduate of the University of 
Scranton. 

After a brief period at Mutual As- 
sociation offices in Boston, Mr. Hopkins 
will establish the new branch office of 
the claims division in the Newark, N. J. 
area, 





Phila. Underwriters Town 
Inspection of Wayne, Pa. 


The Underwriters Club of Philadel- 
phia continued its fire safety program 
% town inspections on October 28th, 
with an inspection of Wayne, Pa. Fire 
‘alety inspections were made of all 
Mercantile buildings, public buildings 
and churches in the area. The two man 
as Were assisted by the Boy Scouts 
the ty Scouts in placing red tags on 
snout ations that were found. The in- 
: we highlighted by a luncheon 
me id ayne Presbyterian Church, The 
ident of the Underwriters Club, Bert 
ae introduced the chairman, Tru- 
me cohate who presided over the lunch- 

Ctivities, 
° conduct a town inspection such as 
; aes the volunteer cooperation of 
who rei of the Underwriters Club 
respecti ‘ave the full support of their 
. e stock companies in furthering 
safety _ Underwriters Assn. fire 
ih ee These inspections have 
reducti ° be an important factor in 

1on of fires and saving of lives in 


the are . ° 
as in which they have previousl 
Sen conducted. é ' ‘i 
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The Royal-Globe fire protection representative is an expert 
on rates and the inherent hazards of various industries and 
businesses. Before or during construction he can be espe- 
cially valuable. If you have a client contemplating building, 


have him see your FPR now. His 
suggestions often minimize hazards, 
possibly leading to reduced rates 
and future savings. 


There is a fire protection represent- 
ative on your local Royal-Globe mo- 
bile production team. His advice is 
proof to your clients that they are 
in competent hands. He is one more 
reason why Royal-Globe is 
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ALEXANDER GRANT DIES 





Former U. S. Manager of Thames and 
Mersey Was 76; Retired From the 
Company Many Years Ago 

Alexander B. Grant, who retired in 
1939 as United States manager of the 
Thames & Mersey Marine Insurance Co., 
Ltd., and United States marine manager 
of the Liverpool & London & Globe, died 
November 19 at Mountainside Hospital, 
Montclair, N. J., of complications follow- 
ing an operation. He was 76 years old. 

Mr. Grant was born and educated in 
England and served with the British 
Army in World War I. He attained the 
rank of captain and was wounded while 
serving in France. 

He joined the Thames & Mersey in’ 
Liverpool in 1898 and in 1919 was trans- 
ferred to the United States. A prominent 
figure in the marine insurance market, 
he had been a director of the American 
Institute of Marine Underwriters and 
served in their war risk committee. He 
was also a director of the Board of 
Underwriters of New York and was 
chairman of several of their loss com- 
mittees. 

A member of the English-Speaking 
Union, he headed their Pen Friends 
department for 15 years and put an esti- 
mated half million persons in touch with 
each other on both sides of the Atlantic. 
During World War II, he served as 
vice president of the British War Relief 
Society. In recognition of his efforts 
in both of these organizations, he was 
awarded the Order of the British Empire 
in 1957 by Queen Elizabeth II. He was 
also a member of the St. George’s 
Society, St. Andrew’s Society and the 
British Luncheon Club. Active in com- 
munity and civic activities in Montclair, 
he is a former member of the Upper 


Montclair Golf Club. 
He is survived by three daughters, 
Mrs. Tiffany Lawyer, Mrs. William 


Coleman and Joan Grant; a son, William 
B. Grant; and eight grandchi!dren. 





Aetna Company Changes 


In Pennsylvania Field 


Transfer of Special Agent Gray D. 
Creighton from the Philadelphia office 
of the Aetna Insurance Co. to the Pitts- 
burgh office in the line of promotion 
is announced. Thomas J. Meehan has 
been appointed special agent to succeed 
Mr. Creighton in Philadelphia. 

Mr. Creighton joined the Aetna 
shortly after receiving his A.B, degree 
from Bucknell in 1951. He was first 
assigned to the home office marine de- 
partment and later completed the com- 
pany’s multiple line training course, In 
April, 1953, he was appointed a special 
ae and assigned to the Philadelphia 
field. 

A native of Rockville Center, Long 
Island, Mr. Meehan was graduated from 
Georgetown University, Washington, 
D. C., in 1949. He entered insurance in 
that same year as special agent trainee 
for a multiple line insurance group. 
In 1951 he was appointed a state agent 
at Flushing, L. He later became 
associated with another insurance com- 
pany as a fieldman in eastern Pennsyl- 
vania and Delaware, which position he 
held until he joined the Aetna. 





N. Y. Board Losses in Oct. 


There were 677 fires for $2,107,873 as- 
signed in October to the committee on 
losses and adjustments of the New York 
Board of Fire Underwriters, compared 
with 717 losses for $1,998,834 in Octo- 
ber, 1957. With a drop of 5.58% in 
number of fire, extended coverage, 
sprinkler leakage and other losses there 
was an increase in amount involved of 
5.46%. 

For the first ten months of 1958 Secre- 
tary E. C. Niver says that in the total 
New York Board territory the committee 
was assigned 9,693 losses for $22,727,- 
064, against 7,350 claims for $22,965,915 
in the same period of 1957. The increase 
of 32% in number of assignments in- 
volved a drop in amount of 1%. 
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Praises N. Y. Federation 
Scholarship Program 





ROBERT B. DOUGLASS 


Robert B. Douglass of Potsdam, N. Y., 
retiring president of the Insurance Fed- 
eration of New York, emphasized the 
value of the Federation’s scholarship 
program, which he feels is a most im- 
portant project to promote the principles 
of the Federation namely, “Insurance 
United for the Defense of Private En- 
terprise.” Mr. Douglass, who is currently 
treasurer of the New York State Asso- 
ciation of Insurance Agents, also dis- 
cussed the Federation legislative program 
and commented on the improved rela- 


tionship between the Federation and 
other insurance organizations. 
“Legislatively,” said Mr. Douglass, 


“vour Federation continued to be active 
with a committee under Chairman John 
Weghorn and through the work of our 
legislative council and his office, we 
again withstood the threat of a state 
fund for automobile insurance. After 
several conferences with other insurance 
groups in the state, agreement has been 
reached on proposed legislation to elim- 
inate continued direct solicitation by the 
State Insurance Fund in the workmen’s 
compensation field. We feel that this is 
an important step and accomplishment. 
“T would like publicly to congratulate 
and thank Norm Robertson and his en- 
tire scholarship committee for inaugu- 
rating one of the finest projects ever 
started. I truly believe that the Federa- 
tion received more favorable publicity 
and created more good will through the 
essay contest, than in the entire 44-year 
history. We have only scratched the 
surface. From comments that I have 


N. Y. SEEKS COMMISSION DATA 


Agents’ President Brewer Asks Local 
Boards to Collect Information 
on Commission Reductions 

Herbert S. Brewer of Lockport, presi- 
dent of the New York State Association 
of Insurance Agents, has sent a memo- 
rendum to the presidents of the 62 local 
boards affiliated with the state associa- 
tion concerning commission reductions. 
Referring specifically to recent action 
taken by the America Fore Loyalty 
Group, Mr. Brewer requested that the 
local board presidents determine the 
factual information as regards commis- 
sion reductions in their local board area 
and report to the state association. 

“Recently action was taken by the 
America Fore Loyalty Group,” writes 
Mr. Brewer, “to reduce auto insurance 
commissions to 12%% on Class 1 and 3 
and 74%4% on Class 2 business in the met- 
ropolitan New York area and to 15% on 
Class 1 and 3 and 10% on Class 2 in the 
balance of the state, this to become ef- 
fective December 1 on new business and 
January 1 on renewal business. 

“Call a meeting, or if that is impos- 
sible, contact immediately, all members 
of your local board and ask those who 
represent this company to submit to the 
Syracuse office in writing what action 
they are taking relative to this cut. 

“Ask all agents who have experience 
in reduction in commissions (other than 
on Class 2 business) to also notify the 
association office what company is in- 
volved and what action they have taken. 

“When this information is compiled, 
we will request a meeting with th presi- 
dent of the America-Fore Loyalty Group 
and advise the agents of the outcome. 
Your utmost cooperation is imperative 
to the future of our business.” 








McDermott Vice President 


William G. Russell, president of Hufty, 
Eubank & Russell, Inc., general insur- 
ance brokers in New York, announces 
that Robert H. McDermott has been 
named assistant vice president. Mr. Mc- 
Dermott, a University of Minnesota 
graduate, joined the firm in May, 1957. 
He has specialized in general insurance 
work for business firms and _ personal 
accounts. Prior to joining Hufty, Eu- 
bank & Russell, Inc., Mr. McDermott 
did graduate work at Georgetown Uni- 
versity and was with the Republican 
Congressional Committee and the Balti- 
more Sun. 





heard throughout the state, I would say 
that the Federation is better known now 
than ever before. To John D, MacLen- 
non, your new chairman and his com- 
mittee, I will pledge my full support to 
this year’s contest.” 






MINIMUM WAGE LAW VIEWS 


Danahy Counsel for Agents’ Assn., Holds 

Producers Not Now Subject to 

Federal or State Laws 

Insurance agents and brokers doing 
business exclusively in New York State 
are not now subject to either Federal 
or state laws regarding minimum wages 
in the opinion of C, Joseph Danahy, 
counsel for the New York State Associ- 
ation of Insurance Agents. He says the 
Federal Fair Labor Standards Act con- 
tains an exemption, as follows: 

“Any employe employed by any 
retail or service establishment, more 
than 50% of which establishment’s an- 
nual dollar volume of sales of goods 
or services is made within the state 
in which the establishment is located. 
A ‘retail or service establishment’ shall 
mean an establishment 75% of whose 
annual dollar volume of sales of goods 
or services (or of both) is not for re- 
sale and is recognized as retail sales or 
services in the particular industry”. 

In reporting Mr. Danahy’s findings 
the “Empire State Agency Forum” of 
the NYSAIA says: 

“In connection with the state law, 
Mr. Danahy points out that the law 
permits the Industrial Commissioner to 
set up a wage board to determine min- 
imum wage standards for any partic- 
ular trade or industry. To date no 
standards have been set up for us and 
the New York Labor Department has 
confirmed our counsel’s opinion that 
their interpretation of retail trade does 
not include agents or brokers. 

“Mr. Danahy cautions, however, ‘In 
conclusion, I wish to make it clear that 
under the New York law there is noth- 
ing to prevent the New York State 
Labor Department at a later date, in 
promulgating minimum wage and hour 
scales for insurance agents and/or bro- 
kers and this opinion is limited to the 
state of the law as it exists at the 
present time.’” 








Cuban Appointment by 


Flynn, Harrison & Conroy 
Flynn, Harrison & Conroy of 99 John 
Street, New York, general insurance 
brokers announces that Fernandez, Silva 
y Cia has become its representative in 
Havana, Cuba, where Raul Fernandez is 
manager of the firm. 

Mr. Silva, a Cuban, was educated at 
University of Havana where he studied 
law. He spent three years in the legal 
department of the First National City 
Bank of New York. 

Returning to Cuba, he founded his own 
agency firm in 1947 and has specialized 
in life, fire, casualty and marine insur- 
ance. 





Slawsby Commends Powell 

Governor elect Wesley Powell of New 
Hampshire ‘has received a wire of com- 
mendation for an appointment given In- 
surance Commissioner Donald Knowlton. 
The New Hampshire Governor-elect au- 
thorized the Commissioner to accept the 
post of chairman of the preservation of 
state regulation committee for the Na- 
tional Association of Insurance Commis- 
sioners, 

Archie Slawsby of Nashua, president 
of the National Association of Insurance 
Agents, wired the Governor-elect as 
well as members of the Governor’s Coun- 
cil, commending the action. 
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Va. Ad Fund Meeting 


The Virginia Association of Insurance 
Agents held a special one-day meeting Phil 
in Richmond recently for the pres branc} 
idents of all of the affiliated local boards of th 


GAE 


in Virginia. The meeting served as 4m Succee 
“kick-off” for the solicitation of fund et 
for the 1959 NAIA advertising campaig\ ll a. ph, 

During last year’s campaign, Virgil] by Co 
was the only state to contribute 100% Pack 
of its goal set by NAIA. This goal wa ae 
rewarded when Immediate Past Pres i943} 
dent Louis E. Woodbury, Jr., presented Wilke 
a special “Gold Medal Award” to the bureat 
Virginia Association during the recet! Y, - 
NAIA convention in New Orleans. 1951 ; 


Bertram S. Nusbaum, Jr. of Norfolk. pi 
the VAIA advertising campaign chal € 
man and Jack Neumann of Arlington ® 
the regional advertising chairman !* 
NAIA. ib 

The meeting was directed by G. Keitl 
McMurran of Newport News, presiden! 
of the Virginia Association. 
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Sir Josiah Francis, Australian Consul General in New York (right-center), ‘was 
guest of honor at a reception in New York hosted by American International 
Underwrters president, E. A. G. Manton, (left-center), marking the opening of AIU’s 


ofices in Sydney, New South Wales, Australia. 
activities were further observed in a 


AlU-Australian 


colorful four-window 


display at AIU’s Maiden Lane headquarters, which highlighted the vast Snowy 
Mountain Hydro-Electric Project in the south-eastern section of New South Wales. 
Other guests at the reception were (left to right) H. Gary Gardner, vice 
president, AIU; John Black, Deputy Trade Commissioner of Australia, John Fysh, 
New York manager, Quantas Empire Airways (second from right), and Sam 
Brown, director of Australian News & Information. 





Security Stockholders 
Back F. & C. Acquisition 


At a special meeting of stockholders 

of the Security of New Haven, approval 
was given to exchange shares of its 
common stock for all of the outstanding 
capital stock of the Fire and Casualty 
Insurance Co, of Connecticut. The Fire 
and Casualty stockholders, had already 
accepted Security’s proposal. ee 
The Fire and Casualty will maintain 
its separate identity and will be oper- 
ated as a subsidiary of the Security. 
The Fire and Casualty will continue in 
its specialized field of writing a pre- 
terred class of fire and allied lines in- 
surance through 400 agents in the 35 
states in which it is presently licensed 
to do business. 





GAB Changes Announced 
In the Eastern Field 


Philip E. Robinson has been appointed 
branch manager of the Baltimore office 
ot the General Adjustment Bureau 
succeeding J. B. Dooley, who has been 
transferred to Pittsburgh as a senior 
adjuster. Mr. Robinson will be succeeded 
as branch manager at Wilkes Barre, Pa., 
by Courtney J. Haddock. 

r. Robinson joined the bureau in 
March, 1930. He has served in several 
offices in central Pennsylvania and since 
1943 has served as branch manager at 
Wilkes Barre. Mr. Haddock joined the 
bureau in November, 1938. He served 
in several offices in metropolitan New 
ork and eastern Pennsylvania, In April, 
1951, he was appointed branch manager 
at Reading, Pa, 





WHITSON BRANCH MANAGER 
omas J. Hollis, president of Thomas 
, Hollis, _Inc., Orlando, Fla., member 
ot the National Association of Independ- 
tnt Insurance Adjusters, announces ap- 
pointment of Richard H. Whitson, as 
cach manager of its Daytona Beach 
ice. Mr. Whitson was born in Bir- 
mingham, Ala., and is 36 vears of age. 
€ graduated from the University of 
and alae; taryland in Pre-engineering 
af p. i. is a graduate of the University 
eddie adama, majoring in Political Sci- 
Em ey Engineering. He also received 
oP Ae Le. degree from the University 
vie Hay Law School. Mr. Whitson 
in pitted to the Alabama Bar on 
Florida’ 1949 and was admitted to the 
tida Bar on December 5, 1952. 


EDITORS LOOK TO 2059 





Insurance Writers’ Predictions of 
Changes to Be Imbedded in New 
Home Office of Atlantic Cos. 


The Atlantic Companies (Atlantic 
Mutual and Centennial) are currently 
giving editors of property insurance 


publications a chance to be famous 100 
years from now. 

The opportunity, according to Atlantic 
President Miles F. York, centers around 
a “time capsule” which will contain— 
among other memorabilia—predictions of 
what the property insurance industry 
will be like around the year 2059. The 
“look ahead” will be made by the insur- 
ance editors both in U. S. and Canada. 

The “time capsule” will be imbedded 
under the threshold of the executive 
office areas of the new Atlantic Building 
now under construction. The 28-story 
Atlantic Building is located at Wall and 
William Streets, in the financial heart 
of New York City. 

Letters requesting the editors to con- 
tribute their prognostications in sealed 
envelopes have been mailed; several 
predictions have already been received. 
The date for cementing the “time cap- 
sule” into the floor has not yet been 
chosen, Mr. York reported. He said it 
would be accomplished early in 1959 de- 
pending upon construction schedules. 


JAMES E. THOMAS & CO. 
Associated Insurance Adjusters, a 
partnership, has been dissolved, and 
James E, Thomas is continuing business 
under the firm name of James E. 
Thomas & Co, in White Plains. 





Great American Changes 
In New Jersey Field 


Several field changes are announced 
by the Great American Group in the 
New Jersey field. Territories operating 
from the Newark service office have been 
realigned. Agents in Hudson and Union 
Counties are advised that Special Agent 
John M. Gallina has been transferred 
to another territory. He is succeeded 
by Field Supervisor Joseph P. Trost, as- 
sisted by Special Agent Thomas L. 
Flanagan. 

Casualty operations will continue un- 
changed under supervision of Field Su- 
pervisor Charles W. Schatzman, assisted 
by Special Agents James Brown and 
Lawrence E. Langsam. 

Special Agent Vincent F. Lucas, will 
transfer ‘his headquarters from the New- 
ark to the Ridgewood office for Bergen 
and Passaic Counties. Mr. Lucas will be 
associated with Field Supervisor Edward 
R. Prigge and Special Agents Harry P. 
Davies and Arnold W. Bucklow. 

In Middlesex County agents have been 
served for fire and marine business by 
Special Agents Harold H. Bracher and 
Thomas L. Flanagan. They have been 
assigned to other territories and suc- 
ceeded by Special Agent Gallina. He 
has had extensive experience both in 
the home office and as a fieldman in 
another New Jersey territory. 

Agents in Mercer and Monmouth 
Counties have heretofore been served 
for fire and marine business by Special 
Agents Harry C. Wolfe and John Ham- 
brose with headquarters in the Philadel- 
phia service office. They will hereafter 
be served by Special Agent Gallina, 
whose headquarters will be in Newark. 





Century Names Ultramar 
Latin American Managers 


The Century Insurance Co. of Eng- 
land has appointed Ultramar Western 
World, S. A. of Havana, Cuba, as its 
managers for Latin America, it is an- 
nounced by Enrique Godoy, president of 
Ultramar Western World Corp. of New 
York. 

Ultramar Western World is already 
acting in the same capacity for the 
American Surety of New York, Eagle 
Star of London and La Metropolitana, 
Compania Nacional de Seguros, S. A. and 
Sociedad Panamericana de Seguros, S. A. 
of Havana, Cuba. 





October Fire Losses Down 


Estimated fire losses in the United 
States during October amounted to $73,- 
393,000, the National Board of Fire 
Underwriters has reported. According 
to Lewis A. Vincent, NBFU’s general 
manager, this $73,393,000 loss represents 
a decrease of 5.6% from losses of $77,- 


753,000 reported for October, 1957, and, 


an increase of 0.1% over losses of $73,- 
303,000 for September, 1958. 

Losses for the first 10 months of 1958 
now total $884,204,000, an increase of 


3.3% over the first 10 months of 1957, 
when they amounted to $856,350,000. 
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Gardner State Agent for 


Northern Assurance Group 

Richard S. Gardner is promoted to 
state agent for Kentucky and Tennessee 
by the Northern Assurance and Ameri- 
can Marine and General, and takes over 
the territory formerly traveled by State 
Agent J. Reyburn Watson, retired. A 
special agent in Kentucky and Tennessee 
since March, 1955, he will now be in 
charge of the companies’ operations in 
those two states, with headquarters in 
Louisville. 





Zurich’s New Haven Office 
Is Now Full Fledged Branch 


The Zurich-American Insurance Com- 
panies have relocated their New Haven 
office which was opened November 15 
as a new branch office at 1890 Dixwell 
Avenue, Hamden, Conn. Gaylord E. 
Bruce has been named manager and 
Sidney J. Adams fire special agent. 

Mr. Bruce joined the Zurich compa- 
niase in New Haven as Connecticut field 
representative in 1954. Prior to that 
he was with Aetna Casualty & Surety 
and the Security of New Haven. 

Mr. Adams started in 1956 after serv- 
ice with Corroon & Reynolds, Inc. He 
has been in the fire field as an under- 
writer and special agent since 1940, 

Formerly a _ service office, the new 
branch will now offer complete facilities. 





Nice Great American 
Special at Buffalo, N. Y. 


The Great American Group has named 
Raymond J. Nice as special agent with 
headquarters in Buffalo, N. Y., succeed- 
ing Robert W. Zoller, who has been ap- 
pointed manager of the Philadelphia 
service office. In addition to prior field 
service Mr. Nice was associated with the 
New York Fire Insurance Rating Or- 
ganzation. Special Agent William R. 
Nock will be associated with Mr. Nice. 
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Rodda on Multiple 
Line Rate Filings 


INSURERS MEET 


INDEPENDENT 


Sees Business Gradually Working To- 
ward Solution Efficient for Compa- 
nies and Insurance Depts. 


Although the insurance industry seems 
to be in a state of uncertainty regarding 
rate filing procedures for multiple line 
policies, it seems to William H. Rodda, 
secretary-treasurer of the Transportation 
Insurance Rating Bureau, that the busi- 
ness is gradually working toward a solu- 
tion which will be efficient for the com- 
panies and also for state Insurance De- 
partments. Addressing a meeting of the 
National Association of Independent In- 
surers at Miami Beach, Fla., this week 
he said there may continue to be dif- 
ferent methods of filing these multiple 
line rates because people have different 
ideas regarding how such should be done. 

There is nothing wrong with different 
procedures to fit the desires and needs 
of different companies, he observed. 
However, he feels it will be desirable for 
companies to settle upon a procedure 
or several procedures which will fit the 
requirements of the business and need 
of the insuring public at a reasonable 
cost. 

Does Fire or Casualty Law Apply? 

The principal problem of rate filing 
arises, Mr. Rodda stressed, when the 
final policy product is a unit and the 
premium to be used is indivisible. _ In 
expressing his own personal views, Mr. 
Rodda said that the Homeowners Poli- 
cies and the Manufacturers Output Pol- 
icy are examples of such multiple line 
policies. The filings set out no division 
of premium for the traditional lines of 
coverage. 

“One of the first problems to be met 
is whether the fire or the casualty law 
applies to such a filing,’ Mr. Rodda 
continued. “There is a thesis, supported 
by many people, that both laws apply, 
each to its portion of the coverage. 
This might be a reasonable application 
of the law for the filing of forms if the 
coverage can be separated between fire 
and casualty. In the Homeowners Poli- 
cies, for example, the liability coverage 
can be separated in the forms from the 
property loss coverage. 

“Therefore, if an attempt were made 
to apply the casualty filing requirements 
to the liability coverage, the liability pro- 
visions could be separated from the bal- 
ance of the policy for this purpose. How- 
ever, it would be difficult, and in many 
cases impossible, to separate so-called 
casualty portions of the property loss 
coverage from the balance of the prop- 
erty loss coverage. This is particularly 
true where the coverage is expressed in 
terms of ‘all risks’ of loss or damage with 
appropriate exclusions. 

“Where rate filing alone is required, 
and the rate is indivisible as between 
components of coverage, it is not clear 
how a division could be made so that 
one part of the coverage would be sub- 
ject to fire laws and another to the casu- 
alty laws. 

Question of Deviations 

“One of the problems that arises in 
connection with this question is that of 
deviations. Many casualty rate regula- 
tory laws permit percentage rate devia- 
tions only, and do not have provision 
for deviations in form or coverage. The 
fire laws on the contrary in many states 
permit deviations as to form and cover- 
age, and also specific deviations in rate 
as weil as percentage deviations. If a 
company wants to deviate from a bureau 
filing in some respect other than a 
percentage rate deviation, it becomes 
important whether the particular filing 
is to be considered under the fire law 
or the casualty law. 


“It seems to me that additional prob- 
lems will be created if an attempt is 
made to consider indivisible premium 
filings under two different rate regula- 
tory laws. There could be endless argu- 
ments as to details. For example, theft 
coverage may be provided under inland 
marine coverages which generally are 
under the fire rate regulatory laws, and 
theft coverage can also be provided un- 
der the casualty laws. 

“There is the problem of whether a 
question relating to theft coverage is to 
be considered under the fire law as an 
inland marine coverage or whether it is 
to be considered under the casualty law 
as a casualty coverage. There are many 
other points on which similar questions 
would arise if an attempt were made to 
consider a filing under the light of 
both laws,” Mr. Rodda said. 

Designation Provisions of Laws 

“Some people have attempted to solve 
this problem by use of the designation 
provision of the rate regulatory laws. 
There are two interpretations of the 
intent and meaning of this provision. 
One interpretation is that the designa- 
tion provision relates only to a coverage 
that is wholly under both laws. Exam- 
ples that have been cited of such cover- 
ages are accounts receivable insurance, 
valuable papers insurance, and in many 
states jewelers block insurance. Rates 
for such coverages may be filed as casu- 
alty coverage or as inland marine cov- 
erages. Some states in accepting the 
filings of these types of insurance have 
required the companies to designate spe- 
cifically under which law the filings 
were being made. 

“Opponents of the view hold that the 
designation section applies to combina- 
tions of insurance, parts of which are 
under the different laws. For example, 
the proponents of this idea contend that 
such policies as the Homeowners Poli- 
cies can be filed under either the fire 
law or the casualty law, depending upon 
which law is designated by the company 
making the filing. The bureau in such 
a case would be acting for the company 
in making the filing, and would make 
the designation for its companies. The 
proponents of this idea call attention to 
the fact that the law provides that the 
company shall make such a designation,” 
Mr. Rodda observed. 

“Tt is interesting to note that some of 
the states have recognized designations 
in accordance with this latter idea. The 
Homeowners Policies have been filed in 
a few states under a designation of the 
casualty law. 

“Another important question is wheth- 
er a multiple line filing that cuts across 
traditional lines should be made by one 
bureau, or by several bureaus under a 
cooperative | arrangement. Parentheti- 
cally it may be said that this is a 
problem that does not affect an inde- 
pendent filer. The independent filer 
makes its complete filing of the package 
rate, and there is no question of one or 
more bureaus. Several problems do arise 
when the filing is made on behalf of the 
companies by rating bureaus. 

Single - Bureau Procedure 

“Both the single-bureau and the co- 
operative method have been used and 
have been accepted by the states. Th 
single-bureau procedure for the filing 
of Manuufacturer’s Output and Home- 
owners Policies has been used by the 
Multiple-Peril Insurance Rating Organi- 
zation and the Transportation Insurance 
Rating Bureau. This method hes been 
accepted by most states as legal and 
proper,” said Mr. Rodda. 

“One of the questions considered by 
the states in accepting these filings by 
a single bureau is that of the bureau’s 
qualifications. The rate regulatory laws 
recognize that a rating bureau may need 
help. There is provision for advisory 
organizations to provide technical as- 
sistance in areas where the filing bu- 
reau may not have the competence with- 





in itself. There is also provision for co- 
operation between bureaus so that one 
bureau can take advantage of competence 
which may exist in another bureau. 
Cooperative Rate Filing 

“A cooperative method of filing rates 
for multiple line packages is also used, 
recognized and appears to be completely 
legal. As pointed out, cooperation among 
rating bureaus and advisory organiza- 
tions is anticipated in and provided for 
in the rate regulatory laws. Each co- 
operating bureau is presumed or accepted 
to be competent in the portion of the 
filing for which it assumes responsi- 
bility. 

“It has been common practice in con- 
nection with these cooperative filings for 
each bureau to make a filing of the com- 
plete package with all rating and sup- 
porting data, but with the stipulation 
that its filing is to be considered only 
for a specified portion. 

“Under this arrangement, the fire rat- 
ing bureau would file the fire and allied 
lines portions of the package, a casualty 
bureau would file the casualty portion, 
and an inland marine bureau would file 
the inland marine portion. As long as the 
three filings are identical, the only clear 
problem to the state Insurance Denart- 
ment is the problem of maintaining 
space for three sets of the material in- 
stead of one. 

“The cooperative filing presents no 
problem to the insurance company that 
is affiliated with all of the bureaus 
that are presenting the particular filing. 
A problem does arise if a company is 
not affiliated with all of the cooperating 
bureaus. For example, if a company be- 
longs only to the fire bureau in a par- 
ticular state, whereas a coverage such as 
Homeowners is filed cooperatively by a 
fire bureau, a casualty bureau and an 
inland marine bureau, presumably the 
filing for such a company would apply 
only to the fire and allied lines por- 
tion. 

“In such a case the comnany would 
have two alternatives. It would be forced 
to join the other bureau in order to 
secure the benefit of their filings, or 
it could make independent filings of the 
portions which are filed by the bureaus 
with which it is not affiliated. This prac- 
tical problem has been met in several 
states by the fire bureaus in saying to 
the companies and to the states that they 
will file the complete package for any 
company that is not affiliated with a 
casualty or inland marine bureau. 
“This places the fire bureau in a po- 
sition of making a complete filing for 
such a package to the same extent that 
a complete filing was made by such 
organizations as the Multiple-Peril In- 
surance Rating Organization when it was 
operating, or by the Transportation In- 
surance Rating Bureau in its present 
operations,” continued Mr. Rodda. 

“From the state Insurance Department 
Standpoint, the cooperative method of 
filing results in some difficulty in record 
keeping. There are more pieces of paper 
to be handled, because three sets, or in 
some cases five sets, of material are com- 
ing from different rating bureaus. Also 
in many cases there is a question of 
divided responsibility. To which bureau 
should the state Insurance Department 
go in questioning a portion of the filing? 

Insurance Department Problems 

“The Insurance Department may also 
have difficulty in determining the posi- 
tion of a particular company. Recalling 
again the fact that the responsibility for 
filing is that of the company, an In- 
surance Department may have occasion 
to question whether a filing has been 
completed for a particular company. If 
the company is not a member of all the 
cooperating bureaus necessary for a 
particular filing, then the Insurance De- 
partment must determine whether the 
complete filing has been made by one of 
the bureaus, or whether independent 
filings have been made by the company. 
These are practical problems, and they 
have been of concern to the Insurance 
Denartments. 

“One of the answers which has been 
suggested to the problem of the coopera- 
tive filing method is that of having one 
bureau act as an agent for other bu- 
reaus in making the complete filing. This 
method has been insisted upon by at 





least one Insurance Department in spite 
of objections on the part of companies 
and the other bureaus involved. Ap 
important question in connection with 
such an agency arrangement is whether 
it is legal for a bureau to authorize apn. 
other bureau to file something on behalf 
of its companies. 

“The authorization to make a filing on 
behalf of a company comes from the 
company. There is a question whether 
the bureau that has received an author. 
zation to make a filing can pass. that 
authorization on to another bureau with- 
out specific permission from the com- 
pany involved. 

“Another solution that has been sug- 
gested is to have each cooperating bu. 
reau file the entire package for any of 
its members or subscribers that are not 
affiliated with all of the cooperating 
bureaus. As pointed out several fire 
insurance rating bureaus have done this 
for companies that are affiliated with it 
but are not affiliated with a casualty or 
inland marine bureau. 

“Still another possible arrangement 
would be for the bureaus to agree among 
thmselves which bureau is to make the 
complete filing. The other bureaus would 
then act in an advisory capacity to the 
organization making the filing. 

Support for Cooperative Method 

“The cooperative method of filing mul- 
tiple line packages has been supported 
on the ground that no single bureau has 
the background and experience needed 
to develop multiple line packages. How- 
ever, the package policies have been de- 
veloped under the leadership of a single 
organization in every case. It is true 
that advice has been sought from speci- 
alty bureaus, but the actual develonment 
was done by committees of a single or- 
ganization. The development has_ not 
been done by a joint committee of three 
different organizations working as a joint 
committee. 

“It is only after the package has been 
completed that the split is made for 
filing purposes in order to preserve the 
traditional lines of interest among the 
various bureaus. 

Independent Filings 
“The question arises as to what future 





can be expected from these different 
viewpoints and situations. It appears,” 
said Mr. Rodda, “that they fall into the 
following groupings: 

“1. It must be recognized that inde- 
pendent filings will continue as long a 
rate regulatory laws are expressed in th 
current language. Under the laws it 
the company’s responsibility to make the 
filing, and the rating bureau is a per 
missive facility. This is the case excep! 
in those states where there is a statutory 
rating bureau to which companies art 
required to belong under the statute. 

“2. It appears that there will continue 
to be over-lapping between bureaus 
the areas which they serve. There dots 
not appear to be anything in the laws 
which would permit one bureau to serve 
in an area to the exclusion of other 
bureaus. 4 

“3. The right or absence of a right 0! 
the company to choose which services 0! 
a bureau it desires will have to be deter 
mined. This may be determined ly 
agreement among the companies or tit 
bureaus, or if viewpoints continue to 
irreconcilable perhaps by the courts. 

Dwelling Fire Rates 

“4. Should it be determined that 4 
company must abide by the lines laid 
down by the rating bureau—that | 
should the fire rating bureaus be allt 
to say that a company cannot subscribe 
for dwelling fire rates without taking 
Homeowners services, then the comp 
nies wanting to file Homeowners rat 
independently or through another burea 
will be forced to decide whether they 
continue to buy the dwelling fire ral’ 
service of the fire bureaus. It is a We 
known fact that some independent com 
panies have already filed their own 
dwelling fire rates. ; 

“5. I think we can anticipate - 
necessary procedures that thave for on 
sole purpose the preservation of frat 
tional activities, without justifiable bent 
fits to the public, will fall of their ow! 
weight. In these days of cost consciolt 
ness, the insurance industry '5 certat 
to simplify any costly procedure. 
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Peirson Elected Pres. 
Of Mass. Bonding 


SUCCEEDING WALLACE FALVEY 





First Association With Company in 1922; 
Advanced from N. Y. Office Post to 
Executive V. P. in 16 Years 





Boston, Nov, 25—A. Lawrence Peirson, 
Jr. was elected president of the Massa- 
chusetts Bonding today by the board of 
directors, succeeding the late Wallace 


Falvey. Mr. Peirson was also elected 





A. LAWRENCE PEIRSON, JR. 


president of the Massachusetts Bay In- 
surance Co., a wholly owned subsidiary. 

In just 16 years Mr. Peirson rose from 
a New York branch office managerial 
post to executive vice president of the 
Massachusetts Bonding (1951). He now 
joins the ranks of casualty chief execu- 
tives well qualified for his new respon- 
sibilities. 

His first association with the company 
was in 1922. Five years later he joined 
the Globe Indemnity’s New York office 
in charge of the automobile department, 
and later became assistant manager of 
the Globe’s casualty department. In 
1935 he returned to the Massachusetts 
Bonding as assistant manager of its 
New York office. 

In 1941 Mr. Peirson was called to the 
home office as manager of the metropoli- 
tan Boston department. Then in 1942, 
he was elected an assistant secretary. 

Five years later, Mr. Peirson was 
elected a vice president and was trans- 
ferred from the metropolitan department 
to the executive department at the home 
office. In 1951 he was elected executive 
vice president and became a member of 
the board of directors, 

A native of Orange, N. J., Mr. Peirson 
was graduated from the Salisbury 
(Conn.) School and from Harvard Uni- 
versity (A.B. degree) in 1920. During 
World War I he was a second lieutenant 
In the 59th Pioneer Regiment and 
Served nine months in France. 

ince the Casualty Insurance Com- 
Panies Serving Massachusetts came into 
being in 1951 as the public relations and 
information vehicle for the casualty in- 
dustry in Massachusetts, Mr. Peirson 
has served as its treasurer and has been 
Mstrumental in its growth and continued 
Success. He is active in many other 
Msurance organizations. 





NAII Told About Joint 
Industry Program on UM 


J. H. CARTON LEADS PANEL 





Discussion Participants Were Neville 
Pilling, T. C. Morrill and G. H. Kline; 
“Solid Front” Position Emphasized 


Miami Beach, Fla., Nov. 24—The joint 
industry bread program to meet the 
problem of the uninsured motorist was 
described in detail here this afternoon 
at the 14th annual meeting of National 
Association of Independent Insurers. 
Presiding at a panel discussion was John 
H. Carton, president, Wolverine Insur- 
ance Co. He gave a resume of contro- 
versial legislative experiments—compul- 
sory auto insurance, UCJF and statutory 
UM coverage—aimed at solving the UM 
headache. He pictured a controversy that 
has raged back and forth within the 
industry up until early this year when 
the three major trade associations agreed 
upon the long range program announced 
November 20 at an industry luncheon in 
New York. 

Participants in the panel were Neville 
Pilling, United States manager, Zurich; 
Thomas C. Morrill, vice president, State 
Farm Mutual, and George H. Kline, vice 
president and general counsel of Allstate. 
These executives represented NAII on 
the industry advisory committee of nine 
which had prepared the “Blueprint of 
the Durable Solution” for action or 
legislation in the areas of traffic safety, 
financial responsibility and insurance 
coverage. They had received the “green 
light” to proceed from the Committee of 
Thirty appointed late in 1957 by the 
three trade associations. 

Mr. Carton explained that in Febru- 
ary, 1958, this committee reported to 
the Association of C. & S, Companies, 
American Mutual Insurance Alliance and 
the NAII. It urged that these groups 
should immediately refrain from sug- 
gesting or supporting either compulsory 
insurance proposals, UJ funds, or statu- 
tory UM coverage plans. General pat- 
tern of the corrective program needed 
was outlined as well as procedures that 
should be used in adapting it to specific 
state situations, This program, accepted 
by NAII’s board of governors, was up 





for formal ratification of NAII’s full 
membership here at this meeting. : 
Mr. Carton further said that “this 


program is not intended as a panacea 
or ‘Cloud Nine’ spectacular. It is a care- 
fully formulated, scientifically coordi- 
nated plan, designed to bring under one 
grouping, and in some cases extend, 
many time-proven mechanisms for re- 
ducing accidents, and for promoting 
financial responsibility without com- 
pelling it.” 
Pilling Lead-Off Man on Panel 

Neville Pilling was then introduced by 
Mr. Carton as “one of the men who has 
worked so unstintingly to develop our 
program.” 

Mr. Pilling pointed to the importance 
of state-by-state work in dealing with 
individual legislative situations. The Far 
West states of Washington, Oregon and 
California appear to be critical, he said. 
The industry committee decided to send 
a delegation to these spots to confer 
with local companies and agency organi- 
zations. Acting on its report, the three 
associations agreed to urge adoption of 
the financial responsibility and traffic 
safety proposals in Washington. 

The follow-through was that each 
association sent a letter to its member 
companies in Washington recommending 
an extensive sales campaign for UM 


coverage. Each company was also urged 
to adopt a conditional roll-call method 
whereby a separate premium for such 
coverage would be clearly specified. The 
(Continued on Page 33) 


C. & S. Club of New York 
Marks 50th Anniversary 
TO CELEBRATE ON DECEMBER 10 
Dedicated to Good Fellowship, This ew 


Has Over 500 Members; John 
Madigan Currently President 








It’s quite a longevity record for an 
insurance organization, dedicated entirely 
to good fellowship, to have lived and 
prospered for 50 years in New York 
City. Such is the proud achievement of 
the Casualty & Surety Club of New 
York whose membership is now over 
500, which is preparing to celebrate its 
Golden Anniversary on December 10 
with a gala holiday dinner at Waldorf 
Astoria Hotel, New York. 

John P. Madigan, vice president, Gen- 
eral Reinsurance Corp., is president of 
the club this year and he has a long 
line of distinguished casualty and surety 
executives as his predecessors in office. 
First president in 1908 was Edmund 
Dwight, Employers’ Liability, who set 
the pattern of the good fellowship theme 
for the club. In those early years the 
attendance at the annual dinners was 
small in comparison with the expected 
800 to 900 men who will enjoy this year’s 
party. But the enthusiasm for the bene- 
ficial effects of these get-togethers was 
just as keen as now. 

The President’s Dinner 

One of the privileges in serving as 
president, in Mr. Madigan’s opinion, is 
to be host at the traditional President’s 
dinner, usually held about a month be- 
fore the December party. This year he 
extended personal invitations to past 
presidents and current officers of the 
club, 25 in all, and the party was held 
in the Waldorf-Astoria’s Carpenter 
suite. Incidentally, the Waldorf’s gold 
plate service was used. 

Past presidents on hand included A. L. 
Carr, formerly National Surety vice 
president, who held office in 1942, and 
who now heads his own agency in up- 
town New York; Raymond N. Caverly 
(1943) retired America Fore vice presi- 
dent; William J. Thompson (1945), re- 
tired Royal-Globe vice president; Ashby 
E. Bladen (1947) vice president, Aetna 
Insurance Co.; Robert H. Nicholls 
(1948), America Fore vice president; 
Franklin Vanderbilt (1949), general man- 
ager in New York of Indemnity Insur- 
ance Co. of North America; William 
Bernhard (1950), deputy general attor- 
ney, General Accident; George T. 
Merrick (1952), retired vice president, 
Hartford Accident & Indemnity; Clar- 
ence A. Borst (1953), vice president, 
United States Casualty; Stephen Bedell, 
Jr. (1955), resident vice president, Mary- 
land Casualty; W. R. Ehrmanntraut 
(1956), vice president. American Surety, 
and W. E. Taeffner (1957) resident vice 
president, Standard Accident. : 

First president’s dinner was held about 
12 years ago at the Lotus Club, .New 
York, which would be the year when 
Charles S. Ashley of the Maryland 
Casualty was the club’s president. 

The Annual Golf Tournament 

The other big event in the Casualty 
& Surety Club’s year is its annual golf 
tournament. Always a popular outing, 
the peak in participation was reached 
last June 16 when 207 played golf at the 
Baltusrol Golf Club, Springfield, N. J., 
and 280 attended the dinner that evening. 
Mr. Madigan believes that this is prob- 
ably one of the largest, if not the largest, 
one-day golf tournaments held in the 
East. Guy E. Conrath of American In- 
surance Group was chairman of the com- 
mittee, assisted by George McGrath, 
The Travelers, and Fred Kehrli, Hart- 
ford Accident. 

One of the club’s activities has. been 
discontinued due to television’s growing 
popularity. This is the spring dinner at 
which a boxing ring was set up in the 
main dining room of a large hotel and 
bouts were staged for the enjoyment of 
the diners. 

In the case of John Madigan the post 
of secretary-treasurer of the club was 
somewhat of a stepping stone to the 
presidency. In 1931 he served in this 
capacity when George E. Hayes, Union 





America Fore Cos. Reduce 


Commissions on Auto Lines 
The “big news” in the Metropolitan 
New York insurance market was the 
recent announcement by the America 


Fore companies that as of December 1, 
1958, brokerage commission on all new 
automobile business rated at New York 
territory 1, 2 and 3 rates (Bronx, Man- 
hattan, Brooklyn and Queens) will be 
124%4% for all coverages. The same 
commission will apply on all renewal 
policies, dated January 1, 1959, and there- 
after. 

For Class 2 risks, all coverages, the 
brokerage commission has been reduced 
in the New York territory to 74% while 
the commission will be 10% on taxis, 
liveries, buses (except school buses), 
drive yourself, intermediate or long dis- 
tance trucking risks, all coverages. 

Metropolitan brokers were further ad- 
vised on New York business rates out- 
side of the four New York boroughs the 
commission will be as follows: For all 
coverages—15%; for Class 2 risks—10%; 
for taxis, liveries, buses, etc.—l10%. Ef- 
fective dates are the same as above. 

America Fore companies, it was point- 
ed out, have been forced to take this 
step because of the continued serious- 
ness of the automobile loss situation. It 
is a necessary move “if we are to con- 
tinue to provide a market for automobile 
business,” the letter to brokers said. 





Indemnity, was. president. Then in 1935 
when Mr. Madigan was connected with 
the Fidelity & Deposit, he was chosen 
by President John A. Griffin, then vice 
president of the F. & D., for another 
term and stayed on when Wallace 
Falvey, Massachusetts Bonding, filled out 
Mr. Griffin’s term upon his death. 

Mr. Madigan also served the club as 
golf and entertainment chairman and 
as executive committee member. This 
year as president he is mindful of his 
illustrious predecessors who _ include 
(other than those past presidents already 
mentioned) the following: 

Edson S. Lott, United States Casualty 
(1909); Frederick J. Walters, London 
Guarantee & Accident (1910-11); Nelson 
D. Sterling, Fidelity & Casualty (1912); 
David W. Armstrong, National Surety 
(1913); W. J. Mulvey, Maryland Cas- 
ualty (1914); Bayard P. Holmes, The 
Hooper-Holmes Bureau, Inc. (1915); 
Norman R. Moray, Hartford Accident 
(1916); A. Duncan Reid, Globe Indem- 
nity (1917); W. M. Tomlins, Jr., Ameri- 
can Surety (1918); Charles H. Holland, 
Royal Indemnity (1919); William B. 
Mann, Ocean Accident (1920); John J. 
King, The Hooper-Holmes Bureau, Inc. 
(1921); John S. Turn, Aetna Casualty 
& Surety (1922); Alonzo Gore Oakley, 
United States F. & G. (1923); Walter 
G. Falconer, Phoenix Indemnity (1924). 

Also, Edward A. St. John, National 
Surety (1925); James R. Garrett, Na- 
tional Casualty (1926); Frank J. O’Neill, 
Royal Indemnity (1927); Richard Dem- 
ing, American Surety (1928); John Mc- 
Ginley, The Travelers (1929); Thomas 
J. Grahame, Globe Indemnity (1930); 
Edward R. Lewis, United States F. & G. 
(1932); John Robert English, Great 
American Indemnity (1933); Floyd N. 
Dull, Continental Casualty (1934); Mau- 
rice L. Jenks, American Surety (1937); 
H. P. Hall, Century Indemnity (1938); 
Harry A. Kearney, Hartford Accident 
(1939); W. H. Estwick, U. S. F. & G. 
(1940); J. E. Lewis, Aetna Casualty 
& Surety (1941); Richard V. Goodwin, 
Fireman’s Fund Indemnity (1944); 
Charles S. Ashley, Maryland Casualty 
(1946) and Dean M. Parker, The Trav- 
lers (1954). 

It’s a certainty that the forthcoming 
dinner will attract many out-of-town 
executives, especially as it is timed for 
a December week when a number of 
insurance meetings are held here. It will 
be as always a black tie affair. Mr. Madi- 
gan will extend the brief welcome and 
new officers for 1959 will be elected. 
J. M. Pernollet, Employers’ Group, is 
currently first vice president; James M. 
Henderson, Fidelity & Deposit, is second 
vice president; V. T. Schuster is secre- 
tary-treasurer. 
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Impressions Of Seventh Hemispheric 


Insurance Conference At Caracas, Ven. 


214 Delegates from 19 American Countries Attended; U. S. 


Delegation of 36 Executives Headed by Laurence F. Lee; 
Dr. Silvestre Tovar Presided Over Plenary Sessions 


By LeveRING CARTWRIGHT 


The Seventh Hemispheric Insurance 
Conference at Caracas, Venezuela, No- 
vember 10-14, was a serene event in a 
country where political nerve ends are 
being sandpapered. Except for being 
exposed everyw here to posters exhorting 

“Vota Verde,” “Vota Amarillo,” “Vota 
Pojo,” “Vota Blanco,” “No Dictadura, 
No Demagogia,” the insurance group 
was pretty well insulated from questions 
that must have been frustrating to the 
hosts most of the week. 

Everything went off smoothly accord- 
ing to well (and expensively) laid plans 
and with style and grace. 

The hosts, it is said, invested $150,000 
in the program and a 26-man staff (re- 
cruited from Venezuelan insurance cir- 

cles) ‘headed by Dr. Silvestre Tovar, had 
been engaged in setting the stage since 

last April. Dr. Tovar, president of the 
Conference and of the Venezuela In- 
surers Association, presided over_ the 
plenary sessions of the conference, Dur- 
ing the months since April Ogotardo 
Pedemonte of Buenos Aires had been 
at Caracas attending to the details. He 
is manager of the Argentinian Insurance 
Association and had gained much exper- 
ience from the Sixth Hemispheric Con- 
ference held in Buenos Aires in 1956. 

Just to give a suggestion of what was 
involved, five translators headed by Mrs. 
Dolores Dove of New York, were flown 
down. 


Elegant and Formal Opening Session 


The opening general session was ele- 
gant and formal in the great modern 
auditorium of the glistening Caracas 
University. It was complimented by the 
presence on the stage of Admiral Wolf- 
gang Larrazabal, who at that moment 
was head of the junta that governs Vene- 
zuela. However, later in the week he 
resigned to become a candidate for pres- 
ident of Venezuela. 

Then, at the cocktail gatherings, other 
members of the junta mingled with the 
HIC group including Dr. Edgard Sana- 
bria, who succeeded Admiral Larrazabal 
as head of the junta, and Arturo Sosa, 
who incidentally was Venezuelan dele- 
gate to the Rio conference. 

During the week the official delegates 
met with the entire junta. The United 
States delegation, 36 in all and headed 
by Laurence F. Lee, president of Penin- 
sular Life of Jacksonville, Fla., visited 
the U. S. Embassy for a meeting with 
Ambassador Sparks. 

The total attendance, 214, was below 
par. One reason ascribed was that the 
land of the Bee (the Bolivar) is hard on 
the purse of the peso and cruzeiro men. 
Besides the official delegates and those 
with a definite mission, few from Latin 
America went along just for the ride. 

Some of the former star participants 
from the United States were among the 
missing, such leaders as John A. Die- 
mand, president, Insurance Co. of North 
America; James S. Kemper, chairman, 
Lumbermens Mutual Casualty and other 
Kemper companies; J. Milburn Smith, 
president, Continental Casualty, and Hol- 
gar J. Johnson, president, Institute of 
Life Insurance. However, the 1:5. 
delegation still had much strength. 


A. L. Kirkpatrick and J. T. Byrne Talks 


A. L. Kirkpatrick, head of the insur- 
ance department of the United States 
Chamber of Commerce and permanent 
secretary of the HIC, was completing his 
seventh conference. He started at the 
No. 1 gathering, held in 1946 at the 
Waldorf- Astoria Hotel, N. Y. Speaking 
at the closing session, Mr. Kirkpatrick 
said that the Venezuelan conference 
“marked 12 years of cooperation of the 


insurance companies of the America in 
favor of a common defense against undue 
interference by governments in the in- 
surance industry and in the progressive 
development of private insurance in the 
interests of the assured.” 

A total of 110 papers were presented 
to the nine different discussion groups, 
and among the U. S. speakers John T. 
Byrne, board chairman of the Universal 
Insurance Co. of New York, was the 
center of the only exciting convention 
feature. He spearheads the official U. S. 
advocacy of freedom of marine insurance 
at HIC meetings, representing the As- 
sociation of Marine Underwriters of the 
United States. Mr, Byrne had prepared 
a paper on this subject for presentation 
at Caracas and Mr. Tovar had gone to 
New York beforehand to make sure that 
there was nothing in it that contravened 
the Rio resolution banishing freedom of 
marine sage i as an HIC topic. 

Mr. Tovar cleared the paper and Mr. 
Byrne presented it. However, Mexico 
and Cuba objected to making it official. 
There were some sharp moments that 
tried but did not overwhelm Mrs. Dolores 
Dove, the translator, It all ended with 
the paper just floating around in mid- -air, 
sort of. 


Others Attending From the 
United States 


Besides Mr. Kirkpatrick other dele- 
gates with a perfect attendance record 


are G. Petersen, vice president, 
Insurance Co. of North America; Jorge 
Bande, who is a professor in the a.m. 


and also runs the Chilena Consolidada in 
the p.m., and Angelo Mario Cerne of 
Internacional of Brazil. 

Chase M. Smith, general counsel of 
the Kemper companies, delegate from 
the mutual insurance companies in the 
U. S., was a close observer. He and 
Mrs. Smith came to Caracas super de- 
luxe on the new Grace Line steamer in 
quarters negotiated by Peter Van Cleave 
of the Kemper organization. 

George W. Young, vice president, 
Connecticut General; Vincent S. Mc- 
Kerrow, vice president, Continental Cas- 
ualty; R. W. Davidson and R. Leslie 
Cizek of Parker & Co. were hosts 
throughout the week at a popular head- 
quarters suite in the Tamanaco. W. F. 
Delaney, well known reinsurance broker 
of New York, flew down to deliver a 
paper and made a good impression. 
Shelby Cullom Davis, also of New York, 
the eminent specialist in insurance 
shares, was on hand, investigating the 
value and possibilities of Venezuelan in- 
surance equities. During HIC week, in- 
surance stocks of U. S. companies leaped 
forward. 

A. H. McdAulay, president, North 
American Reassurance, was able to drop 
in for a day or two. William D. Grant, 
executive vice president, Business Men’s 
Assurance, gave a paper. He was ac- 
companied by John G. Phillips, BMA’s 
vice president in charge of reinsurance. 

John A. Diemand, Jr., vice president 
for reinsurance of Insurance Co. of 
North America, kept up»the family HIC 
tradition, Woodrow J. Van Hoven, vice 
president and manager of foreign risks 
of U. S. Aivation Underwriters, well 
known in Latin America, was again ac- 
companied by Mrs. Van Hoven. 

Among other U. S. delegates who pre- 
sented papers were Lester O. Schriver, 
managing director, National Association 
of Life Underwriters; James O. Nichols, 
president, American Foreign Insurance 
Association; Frank J. Travers, vice pres- 
ident, American United Life. 

Te oe delegation also included 
Walter L. Hays, president, American 








Left to right around table: Chase M. Smith, Levering Cartwright, Woodrow J, 


Van Hoven and James O. Nichols. 
gate to HIC. 


Standing: Laurence F. Lee, 


principal U. S. dele- 





Fire & Casualty; Ralph R. Lounsbury, 
chairman, Bankers National Life; Albert 
C, Wall of Chubb & Son; John W. Bing, 
executive vice president, Bleichroeder, 
Bing & Co. New York; F. G. Lindley, 
Latin American vice president of Pan- 
American Life; Jerome J. Greilsheimer, 
New York insurance broker, head of his 
own firm; Edmund Cooke of Cooke & 
Velpmen, 'N. Y.; William H. Seymour, 
senior vice president, Liberty Mutual; 
A. D. Cudd, Jr., president, National 
Fidelity Insurance Co.; Hans Jakob 
Kaufmann, secretary of company depart- 
ment, Seibels, Bruce & Co.; Fred Dard, 
vice president, Switzerland General; F. 
Arthur Mayes, director, Marsh & Mc- 
Lennan International Inc.; Peter M. 
Robertson, president, General Security 
Assurance Corp. 

Also John P. Tillinghast, Bowles, 
Andres & Towne, Inc.; Victor “el 
D’Unger, reinsurance secretary, Lincoln 
National Life; Hugh Blake, American 
International Underwriters; George G. 
Nichols, Jr., president, and E, N. Ben- 
nett, vice president, Guy Carpenter & 
Co.; W. N. Stannus, vice president, Re- 
public National Life. 

Where the 1960 HIC will be held is 
undecided. There was no official invita- 
tion. Cuba has been mentioned, HIC 
has been something of a hex on dictators. 
In 1954 at Rio during the conference 


Vargas committed suicide. Peron had 
insisted that the 1956 HIC be held in 
3uenos Aires but when it was HIC time 


there, Peron was out. At Caracas HIC 
came in after the exodus of Jimenez. 
There was little movement at Caracas to 
get started on the proposed World In- 
surance Conference. Dr. Bande of Chile 
suggested that HIC and a European in- 
surance committee get in league, with 
meetings, etc. This eventuated in a 
resolution thanking the University of 
Pennsylvania for having sponsored last 
year in Philadelphia an international in- 
surance forum. The _ resolution also 
stated that HIC look with favor on some- 
thing like this again. 


Pattern of the Week’s Program 


The pattern of the week was to hold 
group sessions on the 10th floor of the 
administration building of the University 
(six blocks from the Tamanaco by taxi) 
in the mornings, with coffee on the 12th 
floor. Then there would be what the late 
Jess Read, Oklahoma Insurance Com- 
missioner, used to call plenary sessions 
in the late afternoon. The day would be 
polished off with cocktails at Caracas 
Country Club (initiation fee $15,000) or 
at the Club Campestre Los Corijos, a 
magnificent place for football, basket 
ball, tennis, riding, boating, swimming 
(everything but golf) or the Tamanaco, 
and finally the black tie evening affair 
with a native dancing show and 1 a.m. 
buffet in the palatial Officers Club. 

The conference proceedings were fol- 
lowed attentively and participated in 
actively by most of the delegates. There 
have been developed over the years 
many warm associations and the confer- 
ence has served to germinate numerous 
insurance and reinsurance enterprises. 
One of the strong original purposes was 


é 





to strengthen the resistance of private 
insurance against socialistic camp: Ligns, 
These have not constituted a threat in 
more recent years, so it may be said 
there is lacking at the moment any cru- 
sading fervor in HIC. Actually there is 
a certain spirit of groping for a central 
idea. Nevertheless, it is a well cemented 
organization that offers certain im- 
ponderable benefits and stands ready 
perhaps to serve more helpful purposes 
if the need should arrive. 


Peculiar Financial Guarantees 


The Venezuelan insurance world is 
embarrassed by the serious problems 
that arose under the peculiar financial 
guarantees known as “avals” after the 
unlamented departure for Miami of 
Dictator Jimenez. The amount in trouble 
is said to run about $40 million. It is 
a serious threat to at least two or three 
Venezuelan insurance companies and 
very few escaped unscathed. Reinsurers 
over the world are smarting. 

Don’t hold me accountable for the 
retails but as I get it, contractors re- 
ceived a series of notes from the govern- 
ment. These were usually discounted and 
traded as a form of government security 
with insurance companies providing a 
guarantee that they would be honored. 
When Jimenez fell the scandals in con- 
nection with many of these contracts be- 
came apparent. There were cancellations 
aad interruptions and_ public _ policy 
towards these obligations is still un- 
settled. Just because a note becomes past 
due doesn’t necessarily mean that it will 
become a dead turkey, These past due 
notes accumulate interest at 1% per 
month and Venezuelan investors are 
said to relish such a dish. 

What Jimenez was up to is readily 
apparent, The elaborate Caracas Officers 
Club, for instance, is reminiscent of Chi- 
cago’s Municipal Pier when it was put 
up under Mayor William Hale Thompson 
around 1914 when his friends had a lot of 
bricks to sell. Whether by accident this 
officers club will turn out to serve the 
many useful purposes that the Chicago 
pier has served remains to be seen. 

The magnificent. Humboldt Hotel atop 
Avila Mountain, rises some i5 stories in 
a majestic setting. Some at the confer- 
ence were calling it in imagery “Father 
of the Country.” Along with the Tele- 
ferico from Saarbucken it cost $50 mil- 
lion. Its occupancy is 2% and it_loses 
$1 million per year. So far the Vene- 
zuelans have rejected, what seems to Dé 
the only hope, to convert it into 4 
gambling inferno. 

Then along the sea is a six lane highway 
with sidewalks to boot and with as 
many lamp posts as on Fifth Avenue 
and at frequent intervals bays with long, 
commodious shelter for bus passengefs. 
These could easily cover 200 passengers. 


Brazilian Party Visiting U. S. 


A Brazilian party left Caracas for an 
official visit to the United States. They 
are Jose Accioly de Sa. who is vice 
president of Institutode Resseguros 4° 
Brazil, and Mrs, de Sa, and Miss Dulce 
Pacheco da Silva, assistant to Mr. Ac 

(Continued on Page 31) 
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Virginia CPCU’s Hear 

J. Dewey Dorsett Talk 
ON TRADE ASSOCIATION’S ROLE 
ACSC Aims to Maintain Economic 


Stability, Public Support, 


Government Comprehension 








J. Dewey Dorsett, general manager, 
Association of Casualty and Surety Cos., 
said in Richmond this week that one 
of the major functions of the modern 
trade association is to “demonstrate that 
the interests of public and industry are 
parallel—_that the prosperity and well- 
being of one are inseparable from the 
other.” 

In an address before an all-industry 
luncheon of the Virginia chapter of the 
Chartered Property and Casualty Un- 
derwriters, Mr. Dorsett declared that by 
telling the truth “in unequivocal words 
and meeting unfair attacks with facts,” 
the insurance industry “stands firmly 
on the rock of public confidence.” 

He said that since the Association of 
Casualty & Surety Cos. was established 
over 30 years ago, “its function has not 
been merely to ward off catastrophe, 
but to help build a dike of economic 
stability, public support and government 
comprehension, against which the tides 
of circumstance will wash in vain, 

“We have invited the public into 
partnership by demonstrating that both 
share common ideals and goals,” he 
added. 

Mr. Dorsett described how the need 
for trade associations arose toward the 
end of the last century to meet the 
conditions of the nation’s growing in- 
dustrial economy. Using the ACSC as 
an example of the modern trade—or 
public service—association, he said: 

“The Association is a non-profit public 
service organization. Its product is 
service . . . And we have demonstrated 
to government that private industry, 
operating with restraint and, in the 
words of the founding fathers, with 
‘A decent respect for the opinions of 
mankind,’ is by far the better judge 
and regulator of its affairs than any 
outside body or force. This is the 
great function of the Association today 
—to broaden and stahilize these rela- 
tionships with the public, with sovern- 
ment and within our own ranks.” 

He described the widespread activities 
of the various departments of the Asso- 
ciation and showed how their efforts 
helped it perform the function for which 
it was conceived, “the function of serv- 
ice for the benefit of all.” 


Enlightening The Press 


“In many areas of the press, the sus- 
vicion that once drew a barrier of sheer 
Ignorance between those mythical an- 
tagonists—public welfare and_ private 
‘nterests—has greatly diminished and in 
hroad areas has disappeared entirely. 
Such progress hasn’t as yet reached 
Its ultimate but it is becoming more and 
More difficult for the irresponsible to 
tast_arrows of discredit against us. 

Much of the work of the Association 
always will be in the field of the imme- 
late—the problem that arose todav 
and shonld have been solved the day 
efore. But our thoughts and plannine 
are also to the years ahead. Thus, T 
would include among our major func- 
tions: legislative service, government 
(7 


Hemispheric Conference 
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cloly de Sa. They were in Miami for 
4 lew days, then visited Los Angeles 
and San Francisco, returning via Chi- 
‘ago, New York and Philadelphia. Miss 
a Silva has attended three HIC’s. 
Amilcar Santos, Superintendent of In- 
i of Brazil, and Mrs. Santos went 
° Miami with the group and then went 
to New York and Europe. 
V ile at Caracas, Calles Foensalida 
heneara got a cable advising that he had 
“en appointed Mayor of Vina del Mar, 
contender ful shore community of Chile 
i Iguous to Valparaiso. His company 
utual Seguros de Chile of Valparaiso. 


3 Major Cos. on West Coast 
Add Family Auto Coverage 


Three major companies on the Pacific 
Coast have extended their automobile 
insurance coverage in the State of 
Washington to include in all family auto- 
mobile policies non-optional protection 
for injuries caused by uninsured motor- 
ists. Cost of this added protection will 
be $1 to $3 a year, depending upon lo- 
cality. 

The companies making this move are 
the General Insurance Co. of America, 
United Pacific and Northwest Mutual. 

Insurance Commissioner William A. 
Sullivan of Washington reports that 
other companies are expected to add the 
family coverage in the near future. Pre- 
viously the protection had been available 
only as separate coverage at a special 
rate of from $3 to $5 a year, he said. 





liaison, public relations, research, trade 
statistics, prevention of losses resulting 
from accidents and dishonesty, legal 
intelligence, cost studies, providing a 
forum for free discussion of common 
problems, liaison with other groups, and, 
in more general terms, performing more 
effectively on an industry basis the 
duties and services the corporate mem- 
bers would find it difficult to perform 
individually.” 


$2,100 in Lumbermens 11th 
College Newspaper Contest 


College journalists are competing for 
cash prizes totaling $2,100 in the 11th 
annual college newspaper contest on safe 
driving sponsored by Lumbermens Mu- 
tual Casualty. The aim is to encourage 
safe driving among students. 

Any college newspaper or student jour- 
nalist in the U. S. or Canada is eligible 
to compete for the ten prizes in the 
contest. 

A first prize of $500, second prize of 
$250 and third prize of $100 will be 
awarded in both daily and non-daily pub- 
lication classifications for the outstand- 
ing safety campaigns appearing in col- 
lege newspapers between November 10 
and December 24, 1958. 

One hundred dollar awards will be 
given for the best cartoon, editorial, fea- 
ture story and photograph published dur- 
ing the same period. 

“Although the college-age group com- 
prises only about 18% of the total regis- 
tered drivers, 28% of all accidents on our 
streets and highways last year involved 
drivers in this age group,” says James 
S. Kemper, chairman of the board, Lum- 
bermens Mutual Casualty, a division of 
the Kemper Group. 
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A SALUTE TO 


INSURANCE MEN _ 
—AND WOMEN, TOO! 


We honor those many thousands of men and women in the great insurance 
industry who have given so unselfishly of their time and effort in support of safer 
conditions on our highways. 


We particularly give credit to those who have worked so hard on behalf of: 


1. Improved driver licensing administration and legislation, 
2. Driver education for all new drivers, 

3. Stronger and more consistent traffic law enforcement, 

4. Traffic courts which meet American Bar Association standards, 
. Uniform highway regulations, and 


Modern highways for safe, efficient traffic movement. 


By taking an interest and getting things done, you have contributed substantially 
to helping solve the accident problem. However, the more of us who get into the act, 
the more effective our efforts will be. 


There is much to be done. We hope the thousands who have been active in the 
traffic safety field will be joined by thousands of others, so that the great national 
highway accident problem will be solved. 


You're in good hands with 


® Founded by Sears, 
Roebuck and Company 
with independent 
assets and liabilities. 





HOMEOWNERS +: THEFT: 


INSURANCE COMPANIES 
FAMILY LIABILITY 


ARTICLES ON FALSE CLAIMS 


St. Louis Globe-Democrat Tells Readers 
Extent of the “Clip the Insurance 
Company” Trend 

The St. Louis Globe-Democrat, Sun- 
day, November 16, ran the first of a 
series of three articles on the subject of 
bodily injury and property damage claims 
against casualty companies throughout 
the country. The first article by Edward 
J. Mowery, a special correspondent for 
the newspaper, was headed “Insurance 
Swindles Steal Your Money.” 

The writer pin-pointed the problems in 
his opening article. Mr. Mowery wrote: 
“The casualty companies in this country 
are staggering under an avalanche of 
suspicious, built-up exaggerated and out- 
right fraudulent personal-injury and 
property damage claims. 

“And the ‘clip the insurance company’ 
trend is dipping into every strata of so- 
ciety . . . from coast to coast. 

“Ordinarily-honest citizens become lar- 
cenous on auto liability claims. Phonies 
stage spurious slips and falls. Fraud 
rings deliberately wreck cars. Garage 
men pad auto damage claims. 

“Insurance adjusters, doctors and law- 
yers lend their expert, professional as- 
sistance to the conspirators . . . when 
the stakes are high.” 


Home Office: Skokie, Il. 
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NAII Reports Stress Support of 


State Over Federal Regulation 


President Wendell E. Howard Reviews Favorable Year; 
Vestal Lemmon Critical of Certain Code Amendments; 


All-Industry Cooperation Applauded 


Miami Beach, Fla., November 24—The 
National Association of Independent In- 
surers meeting here today heard the 
annual reports of President Wendell E. 
Howard and NAII General Manager 
Vestal Lemmon. The reports reaffirmed 
NAII’s belief in state rather than Fed- 
eral regulation; proclaimed the associa- 
tion’s value in solving the problems of 
the smaller company; and indicated areas 
of state regulation legislation that are 
threatened by legislation to the associa- 
ation. 

Wendell Howard, who is general man- 
ager of Kentucky Farm Bureau Mutual 
of Louisville, reported a favorable year 
of operation; NAII opened a large new 
office in Chicago; viewed some 5,000 
bills in various legislatures; and insti- 
gated or participated in forward-looking 
All-Industry ventures in the best inter- 
ests of insurance industry at large. 

Of the past year, Mr. Howard said: 
“We had some real fights against legis- 
lation that encompassed everything from 
uniform rate bills, compulsory automo- 
bile liability insurance, and unreasonable 
capitalization and surplus requirements, 
to the usual mess of NACCA inspired 
measures. Although we lost a _ few 
battles, once again we fared quite well, 
all things considered,” he remarked. 


Need for Watching Legislation 


He also brought out that NAII staff 
engaged in re-writing of several state 
insurance codes. “In at least four states,” 
he said, “this involved taking the initia- 
tive along with locally interested com- 
panies in securing changes which, had 
they not been made, would have greatly 
handicapped the operation of some of 
our smaller members. It is of the utmost 
importance, then, that these new codes 
be watched carefully because the 
provisions of one have a habit of 
cropping up in subsequent revisions in 
other states.” 

While helping to iron out some 
wrinkles in compulsory laws in New 
York and North Carolina, NAII is also 
at present preparing to meet the on- 
slaught of similar bills appearing in 40 
legislative sessions this coming year, he 
reported. 

Speaking of the association’s useful- 
ness to its membership Mr. Howard 
remarked: “I know of instances where 
companies ‘have been reluctant to speak 
vigorously on some issues because of 
the antagonisms that might result. | 
thing all of us want to keep on as good 
terms as possible with our Insurance 
Commissioners, In such cases, it is 
mighty helpful to have as a big brother 
an association which speaks with the 
voice and authority of 300 companies. 

The new NAII office in Chicago, which 
was opened during the past year, Mr. 
Howard viewed as “symbolic of the posi- 
tion NAII has attained in insurance in- 
dustry.” He cited also the dedicated 
workers of the NAII staff, the board of 
governors and executives of member 
companies for their “splendid coopera- 
tion and invaluable aid.” 


Vestal Lemmon’s Remarks 


Mr. Lemmon described NAITI’s role in 
the All-Industry efforts to solve the 
problems of uninsured motorists, and 
auto traffic safety. He complimented in 


particular the role of John Carton, pres-. 


ident, Wolverine, in gathering together 





30 top industry executives, ten each from 
the three main trade groups, NAII, stock 
and mutual companies, 

With this bringing together of “diver- 
gent segments of our business,” he re- 
marked, “1958 should long be remem- 
bered as a year of signal accomplish- 
ment.” 

Faced with pending Federal investiga- 
tion of the insurance industry, Mr. Lem- 
mon indicated areas of state regulation 
and legislation which need correction. 
He does believe that state regulation can 
provide greater opportunities for healthy 
experiment, with 49 laboratories rather 
than one, and that it provides “an impor- 
tant bulwark against dangerous concen- 
tration of government control.” 

However, true friends of state regula- 
tion Mr. Lemmon said, “must examine 
its shortcomings and try to do some- 
thing to improve its mechanism so as to 
make state regulation immune to Federal 
encroachment.” 

In Kentucky during the year, Mr. 
Lemmon reported, NAII was faced with 
the bitterest legislative battle of his ex- 
perience. It concerned a bill that would 
“have forced all independent companies 
into rating bureaus.” Though the battle 
was won, Mr. Lemmon said it brought 
about a “direct reprisal” in the form of 
an examination of the association. 

“Although we believe the examination 
was prompted by improper motives,” he 
remarked, “we always welcome the op- 
portunity to show our records to proper 
authorities. Anyone who becomes fam- 
iliar with our operation must conclude 
we have been consistently a healthy influ- 
ence on the entire industry. It was a 
thorough-going convention examination, 
and the report, which of course was 
made public, shows that there was not 
a blemish of any kind on our activities.” 


Considered Threats to State’s System 


He stated, “I challenge advocates of 
these restrictive laws to deny that their 
motivating and compelling reason is to 
prevent competition by opposing any 
and all deviations. If they continue in 
this selfish, narrow, and monopolistic 
view, they may reap a whirlwind of Fed- 
eral intervention,” he charged. 

He also remarked that “local rating 
bureaus assuming the self-appointed 
positions of ‘regulators’ by harassing and 
obstructing those seeking rate and form 
deviations . . . seem determined to undo 
all the good . . . of the majority of state 
regulators.” 

Mr. Lemmon also deplored provisions 
in several state codes for 1959 which 
would permit public inspection and hear- 
ings on rate filings before Insurance 
Department approval. It points up the 
need, he said, for improvement in the 
industry’s preparing the public for rate 
increases. 

“The prior public inspection proce- 
dure,” he considers, “could well lead to 
utility-type rate hearings which drag 
on interminably and at prohibitive ex- 
pense. It could lead, also, to substitu- 
tion of political considerations for actu- 
arial necessities. The reasonableness of 
a rate schedule, is, of course, something 
to be determined by technical experts, 
not by samplings of public opinion.” 


Provisions Discouraging Expansion 


Discussing what he called “an alarm- 
ing trend in the upsurge of requirements 
calculated to discourage expansion of 
younger, smaller companies into new 
markets,” Mr. Lemmon said that some 
states are getting to the point where the 
door is closed to many strong healthy 


Death Toll Decrease 
Is No Cause to Cheer 


ACCIDENT RATE IS RISING 


Allstate’s Alan Spottke Sees Need for 
Accurate Injury Rate Reporting; 
Claims Rising 


Miami Beach, Fla., November 26—A 
lengthy discussion of ,Current Trends in 
Traffic Safety was provided here today 
at the NAII annual meeting by A. E. 
Spottke, vice president of public rela- 
tions of Allstate, and W. G. Johnson, 
general manager National Safety Council. 

They alternated their talks to cover 
the situation and progress made under 
such headings as Current Reporting of 
Non-Fatal Accidents; Business Confi- 
dence in Safety Organizations; and 1959 
Legislative Opportunities. 

Mr. Spottke warned against feelings 
of security that the actual death toll in 
traffic accidents has dropped 3% in the 
past year, 38,500 as compared to 39,629 
the previous year. He commented: 

“To attempt to evaluate the progress 
of traffic safety by a count of traffic 
fatalities alone is to start with a false 
premise. Certainly, medical progress in 
the past few years has enabled physi- 
cians to save lives of those who would 
have been listed among the dead in 
previous years. Each life saved by 
modern medicine is instrumental in re- 
ducing the tragic total number of fatali- 
ties. But it also creates an addition to 
the total number of injured in auto 
accidents, many permanently.” 

The automobile insurance industry, 
Mr. Spottke said, is well aware that 
though the death rate has gone down 
the accident claim rate has gone up. 











companies with capable management and 
conservative underwriting practices. Size 
alone, he believes, does not insure a com- 
pany’s solvency. 

He added: “I am not criticizing those 
modest increases in minimum capital 
and surplus requirements which have 
been motivated only by a desire to keep 
abreast of the inflation in our economy. 
Thus, a requirement today of $150,000 
or $200,000 for a single major line and 
$400,000 for multiple line cannot be 
seriously challenged. But, in my opinion, 
to push these levels up to half a million 
dollars for casualty or for fire and a mil- 
lion for multiple line—as some states 
have done—adds little of positive value 
in terms of real protection to the public. 
To the contrary, it seriously endangers 
something very sacred to our business 
and to the American economy in general 
—the incentive for founding and expand- 
ing of new enterprises.” 

The NAII general manager was also 
critical of provisions which prevent the 
licensing of an out-of-state company 
until it has operated for a fixed period 
in its state of domicile. The requirement, 
which he believes follows the reverse of 
the high capital provision, means that a 
new company with much greater financial 
resources than the minimum limit set 
by any state “would be forced to sit in 
hibernation in its home state for at least 
three years.” He considers such situa- 
tions a deterrent to attracting capital to 
the industry. 


Commissioner Power on Claims 


Mr. Lemmon also shed light on legis- 
lative provisions in four states which 
would empower the Insurance Commis- 
sioner to “revoke the license of any 
company making a practice of unjustifi- 
ably refusing to pay claims—either direct 
or third party.” This would present the 
Commissioners a tremedous task of ad- 
ministration, the said. 

Mr. Lemmon indicated that if it takes 
a judge and juries weeks to decide just 
one case in attempting to resolve the 
intricacies of fact and law how should 
an Insurance Commissioner be charged 
with the task of passing on the merits 
of hundreds of claims “simply by leaf- 
ing through pages of cold case histories 
in a company storage vault.” 


py 


“A certain portion of our claim severity 
can be attributed to increased costs of 
hospitalization and = property damage 
repair. But the increasing frequency can 
only be caused by an increase in the 
number of accidents and injuries,” he 
stated. 
Cites Florida Figures 

In Florida, he continued, over 9,000 
were killed in ten years of traffic acci- 
dents. Using the death figure as a base 
measure it could be suggested that the 
accident rate increasd only 57%. He 
explained: 

“However, the true picture as drawn 
from statistics of those injured in auto 
accidents in the last ten years in Florida 
reveals a shocking increase when com- 
pared to total vehicle registrations, 
Where the number of registered vehicles 
has increased 148% since 1948, the num- 
ber of persons injured in auto accidents 
in the state since then has gone up 
a startling 373%! Fatality statistics show 
that 9,173 were killed in the past ten 
vears, but injury statistics give us the 
huge total of 191,848 persons injured in 
auto accidents in the state during the 
same time! This throws a different light 
on the relative effectiveness of traffic 
safety activities.” 

Mr. Spottke declared: “There is a 
definite need for official measures to 
improve reporting of accidents and in- 
juries. Most state accident reporting 
systems do not result in comprehensive 
figures on non-fatal accidents. A few 
large cities attempt to maintain records 
which may be forwarded to central 
collection agencies, but the practice is 
not widespread enough to allow for 
representative records.” 

Industry in general and insurance in- 
dustry in particular have done a com- 
mendable job in traffic safety, Messrs. 
Spottke and Johnson indicated. How- 
ever, both speakers see the need for 
stronger enforcement of traffic laws, and 
notably that the public be made to 
realize their responsibility. Politicians, 
naturally, wish to mirror the wishes of 
their constituents. In this case the 
public must be made to realize the 
seriousness of the traffic accident prob- 
lem, in death, injuries, and great eco- 
nomic losses annually. 

How They Consider Traffic Laws 

“The motoring public in general,” Mr. 
Spottke remarked, “seems to view traffic 
regulations in an entirely different light 
than other laws designed to protect their 
lives and property. The average Amert- 
can, who will scrupulously obey a “Keep 
Off the Grass” sign, apparently feels that 
traffic laws count only when the police 
are around to make him obey them. 
He loudly expresses his disapproval 0! 
the police officer who comes out from 
a side street to give him a ticket for 
not coming to a complete halt at @ 
stop sign. He acts as though a traflic 
patrolman is acting in an unsportsman- 
like manner when he uses radar equlp- 
ment to detect speeders.” ‘ 

Of the industry’s work in traffic safety 
Mr. Spottke declared: “I think we have 
succeeded to a certain extent in over 
coming much of the resentment against 
traffic regulations and enforcement 
measures. And I am convinced that we 
have created an atmosphere that will 
align most segments of the population 
squarely behind the efforts of safet) 
organizations to obtain effective 4 
consistent legislation which will operate 
to effect major reductions in our over@ 
traffic accident situation. : 

“This creating of public support groups 
to back up safety organization reconr 
mendations for improved driving legis 
lations is of the utmost importance. : 
spite of the fact that most of the ct 
lation has responded to educational Lol 
paigns in favor of safe driving,” he vfsh 
cluded, “there will always be a selns 
minority) who will insist that driving 
is its sacred right. There will ae 
be that group which insists on ree a 
to drive in any manner it pleases. ae 
there will always be people who Te to 
traffic laws and feel it their dat 
break them whenever they can @° 
and get away with it.” 
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ri ey & Kupillas Agency Here 
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1 com- The American Life Insurance Co. of 
oe, New York, life insurance affiliate of the 
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e num- (American Surety, marked its active entry 
cidents Minto the accident and sickness insurance 
me up Wield by selling its first policy to “Jimmy” 
Po Powers, nationally-known — sportscaster 
t Ss . . 
us the jand syndicated newspaper columnist. 
ured in Randolph E. Brown, vice president of 
ing the @ American Life and first vice president of 
nt American Surety, presented the policy 
to Mr. Powers at the Brooks & Kupillas 
e is q gmsurance agency, 220 East 42nd Street, 
tres to flere in New York. 
and In addition to Messrs. Powers and 
porting Brown, present at the informal gather- 
hensive ging were: Lawrence O. Kupillas, presi- 
A few lent; Joel J. S. Parker, life superintend- 
records gett, and Louis W. Burkhardt, all of the 
central @ brooks & Kupillas agency; Edward S. 
ctice is Grandin, III], manager of the accident 
ow for g’td sickness department; Robert Hor- 
ton, life superintendent of the metro- 
nee politan branch, and O, L. C. Radford, 
a com- gmetropolitan branch | office production 
Messrs. g@anager, all of American Life. 
” ‘Hee- “From this launching pad,” Mr. Brown 
eed for said, “we hope to go into orbit country- 
ian wide in states where American Life of 
nade to g\tW York is admitted.” The company 
liticians, 8 been admitted by all but a few states. 
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» Ameri- @@ent debt is increasing and along with it 
a “Keep @the interest load. The present interest 


eels that 
1e police 


burden of $7 billion exceeds the total in- 
vestment in 1957 of life companies in 


y them. §S°vernment securities. Let the life com- 
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ut from ft 

cket for From there he went on to say that the 
alt at a "centration of economic power should 
a trafic got be allowed to supplant public regu- 


ortsman- § tion under state and Federal laws. 
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At the press conference he said that 
the recent bull market in stocks (at the 







fic safety @™oment he was speaking the industrial 
we have #’’erage was in process of dipping 14 
in over- Pts) and the slump in the U. S. and 
t against Risky bond markets showed a_ lack 
orcement @! Confidence in the debt structure. That, 
| that we I Went on to say, is in line with the 
that will €nin and Stalin forecasts. 
opulation & another point in his press confer- 
of safety muce he alluded to insurance companies 
tive all perging with building and loan and 
| operate anking organizations. 
ur overa Sees Some Mergers Prohibited 
rt groups ile i of an insurance com- 
n recom ibited by a banking outfit can be pro- 
ing legis: noth) xy existing Jaw and IT’ll have 
tance. If ng to do with it.” 
the poptr ota only the once over lightly 
onal cam- restigati rst stage of his committee’s in- 
” he com Bane ton dealing with aviation insur- 
a selfish Had 
t driving ea been possessed of a sensitive 
i] always kignific nt imsurance issue of current 
, freedom Bint, it ance he certainly would have tied 
ses. And Bh dive full eloquence. The fact that 
vho resis! Bean on ed around the field so gingerly 
duty © Bvantin y mean he and his staff are still 
-an do it By, 8 Sood target. 
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Parker, Ewald Advance in 
Continental Casualty 


Continental Casualty Assistant Vice 
President John C. Cramer has announced 
the promotion of Arch M. Parker to di- 
rector of the A. & H. branch administra- 
tion department, and of Calvin S. Ewald 
to succeed Mr. Parker as superintendent 
of the special risks division. 

Mr. Parker, though born in Brooklyn, 
was reared in Toronto and served with 
R.C.A.F. during World War II. He 
joined Continental Casualty in Toronto 
in 1946. Later he gained his B.A. de- 
gree at Queens College, Kingston, be- 
fore returning to Continental Casualty in 
1951. 

In 1952 he was named manager of the 
A.&H. branch at Detroit; moved to 
Cleveland as branch manager in 1954 and 
the following year was promoted to su- 
perintendent of commercial agents in the 
home office. He was superintendent of 
special risks since June, 1957. 

After four years with Dun & Brad- 
street, Mr. Ewald joined the actuarial 
department of Continental Casualty in 
1952, and was named manager of the de- 
partment in 1954. Subsequently he was 
named head of the unusual risks section, 
and then assistant to the superintendent, 
in charge of production and then assist- 
ant superintendent of the special risks 
department. Born in West Chicago, IIl., 
Mr. Ewald served for three years with 
the Army Air Force in the Asiatic thea- 
ter during World War II. 





McHugh, counsel for the subcommittee, 
and Gary Neville, assistant counsel. 

The head table was lined with 18 In- 
surance Commissioners, including the 
president of NAIC, Arch Northington of 
Tennessee, who had just addressed the 
morning session, the vice president, Paul 
Hammel of Nevada, and the secretary, 
J. Edwin Larson of Florida. 

The strike of Eastern Air Lines caused 
problems to many who were anxious to 
get back to their family on Thanks- 
giving. 

The total attendance was about 800. 
It brought together a great variety of 
insurance executives and _ supervisory 
personnel and as usual offered an un- 
usually large base for exchange of views. 


insurance for over 50 years. 
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Make Garrett Your A.& H. Agency 


For the alert insurance broker who is looking for the right agency 
to represent for A. & H. and Hospitalization we cordially recommend 
the facilities of James R. Garett, Inc., specialists in income protection 


Our company, National Casualty of Detroit, is in the forefront in 
issuing policies to ''fit the need" including the popular Income Security 
contract and Guaranteed Renewable to Age 65. It will pay you to ask 
for full details on policy contracts, commissions, claim paying service. 


Write or Phone 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 


The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


FTC Dismissals on A. & H. 
Ad Cases Now Total 17 


The Federal Trade Commission has 
added two further dismissals of com- 
plaints charging deceptive advertising by 
A. & H. insurers. The latest cases dis- 
missed, those against Girardian of Dal- 
las and Beneficial Standard Life of Los 
Angeles, brings to a total of 17 the num- 
ber of cases dismissed on the ground of 
no jurisdiction within the definitions laid 
down last June by the Supreme Court 
ruling in charges against National Casu- 
alty and American Hospital & Life. 

Beneficial Standard Life three years 
ago entered a consent judgment comply- 
ing with recommended FTC prohibitions 
with respect to its advertising. Following 
the Supreme Court decision, however, 
Beneficial requested reconsideration of 
the consent decree and the FTC has 
agreed that it should be vacated and 
the complaint dismissed. 





Saunders Starts New Dept. 
For Continental Casualty 


Continental Casualty Vice President 
Louis C. Morrell has announced the 
formation of a merchandising and pro- 
motional unit in the company’s A. & H. 
department. Kenneth D. Saunders was 
given the responsibility for initiating and 
implementing the new program. 

Mr. Saunders had been director of 
branch administration for Continental 
Casualty’s A. & H. department. He has 
been with the company since his gradua- 
tion from Dartmouth College in 1949. 

He also worked as supervisor of the 
company’s special risks division; man- 
ager of the Detroit A. & H. branch; 
assistant superintendent, and later super- 
intendent of the special risks division. 





Blue Cross Hearing Dec. 1 

Pennsylvania Insurance Commissioner 
Francis R. Smith has set hearings on two 
Blue Cross plan filings for December 1 
in the Insurance Department offices in 
Harrisburg. The filings, made by Hos- 
pital Service Plan of Lehigh Valley, 
which has over 300,000 subscribers, are 
for increased rates in the standard con- 
tract and to provide rates and forms 
for two new contracts to be offered. 
Feature of the new contracts will be 
out-patient diagnostic services. 





INDIANAPOLIS BRANCH MGR. 

John Stastny, Jr., has been appointed 
manager of Continental Casualty’s In- 
dianapolis branch office. He had formerly 
been A. & H. branch manager in In- 
dianapolis. 
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INTRODUCED BY ALLSTATE 





New Illustrated Accident Report Form 
Will Help Policyholders after 
Auto Crash 

An illustrated accident report form, 
which it believes to be the first in the 
insurance industry, has been developed 
by the Allstate, to simplify accident re- 
ports by auto insurance policyholders. 

“Immediately after an auto accident, 
most persons are too upset and con- 
fused to follow written instructions 
worded in a stilted or technical manner,” 
Judson B. Branch, president of Allstate, 
said in announcing the new form. “We 
have phrased instructions on our acci- 
dent report form in the most simple 
manner possible, so they can be under- 
stood easily and followed by a policy- 
holder, no matter how shaken and upset 
he may be.” 

The language and phrasing of ques- 
tions in the form have been revised to 
enable the policyholder to obtain and 
record more easily the facts of the 
accident. Where most accident report 
forms provide space for descriptions of 
injuries under the curt heading “per- 
sonal injuries,” the Allstate simplified 
report form asks “Was anyone injured 
(or complain of being hurt) ?” 

The new form heads one section with 
the question, “How did it happen?” and 
provides supplementary questions in the 
same simple language to aid the policy- 
holder in describing the accident situa- 
tion and diagramming positions of the 
vehicles and persons involved. 

Other simple questions which help 
the policyholder obtain the necessary 
information are: “What is your name?” 
instead of the commonly used phrase, 
“Policyholder and driver”; “When and 
where ?”; “Was the other person’s prop- 
erty damaged ?” and “Who saw the acci- 
dent ?” 

Each section of the report form is 
headed by a simple illustration as a 
guide to the action which must be taken 
by the policyholder or the type of infor- 
mation needed. 


NAII Gets UM Program 


(Continued from Page 29) 





policyholder would have the right to 
reject UM and deduct the extra charge 
in paying the premium. Actually, large 
writers of auto business have found that 
only about 5% of policyholders have 
declined this additional protection. 

Mr. Pilling then said that the same 
course of action is being recommended 
in Oregon, In California where statutory 
UM, compulsory, and the compensation 
plan have been threatened, the industry 
committee decided to support financial 
responsibility proposals but has not yet 
agreed upon a roll-call program. The 
situation needs to be reappraised in light 
of present legislative conditions and 
probable attitude of the newly elected 
Governor, it was felt. 

Other states requiring attention are 
Tennessee and Iowa. Reportedly, the 
Tennessee Agents Association has 
drafted a statutory UM bill based on 
the Virginia law. Their plan is to intro- 
duce it so as to discourage compulsory 
legislation in 1959. The industry com- 
mittee felt that plans should be made 
for introducing its complete program in 
Tennessee at the earliest possible date. 

As to Iowa Mr. Pilling explained that 
the Legislative Research Bureau in that 
state sought the industry’s attitude on 
(1) an equal responsibility law, (2) the 
AAA proposal, and (3) the UM endorse- 
ment. Insured motorists in the state 
have increased from 87% in 1951 to 95% 
in 1957, as compiled from accident rec- 
ords. One of the NAII’s attorneys rec- 
ommended submission of both FR and 
traffic safety proposals. An early decision 
on course of action is expected, Mr. 
Pilling indicated. 

He closed by saying that the major 
trade groups can take pride in the fact 
that “for the first time in history we 
have been able to reconcile seriously 
divergent viewpoints and prepare the 
way for a solid front to combat legis- 
lation contrary to the best interests oi 
all segments of our business . . 
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Brewer Gives Pointers 
To Aetna Sales Graduates 


Herbert S. Brewer, president, New 
York State Association of Insurance 
Agents, told graduates of the recent 
session of the Aetna Casualty & Surety 
Co. sales course that a major factor in 
the success of today’s independent agent 
is up-to-date knowledge of his field. 

Mr. Brewer, a graduate of the school 
10 years ago, and now a representative 
of Aetna Casualty at Lockport, N. Y., 
was guest speaker at the graduation 
dinner at Hartford. 

In the past, said Mr. Brewer, the inde- 
pendent agent could expect success to 
follow as the normal result of hard 
work. But today, he said, the keen com- 
petition, general in the industry, makes 
it mandatory that the agent keep himself 
informed about new insurance techniques 
and trends and changes in the business. 

Further, and most important, the agent 
must be able to put this information to 
work for him in an intelligent manner, 
Mr. Brewer pointed out. The time is 
past when just anybody could enter the 
insurance field without training and 


preparation and make a go of it, he said. 
He congratulated the graduates on the 
time and money they have invested in 
the business and for their decisions to 
attend the Aetna Casualty School. 

He expressed confidence that problems 


Dr. Zucker Discusses Health 
Insurance on Station WMGM 


In a talk over Radio Station WMGM 
November 23, Dr. William Zucker, secre- 
tary, Commerce and Industry Associa- 
tion of New York, considered how “Busi- 
ness Looks at Voluntary Health Insur- 
ance.” 

He remarked: “We cannot blink or 
wish away government medicine. It is 
here with us in a multitude of fashions. 
_. 2” Concluding his talk Dr. Zucker 
declared: “Our concern today should be 
a cooperative approach by the medical 
profession, business, labor and the insur- 
ance industry for the development and 
promotion of voluntary programs of med- 
ical care so all-encompassing as to curb 
and even reduce the role of the govern- 
ment in the medical field.” 





CARLSON GETS PORTLAND POST 

Harold Carlson has been appointed 
manager and general agent of the Port- 
land, Me., office of Craftsman Insurance 
Co. of Boston. He has been in the busi- 
ness for over 25 years, the last eight 
of them with the Craftsman. 





facing the American Agency System will 
be solved. 
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GROUP PRODUCERS: 


Want special coverages? Fit-the-need under- 
writing? Plans to meet and beat the competi- 
tion? LONG ISLAND CASUALTY offers group 
producers, veterans and newcomers alike, our 
immediate service and close cooperation. | 


Statutory and Extended D.B.L. 
Hospital and Surgical 
Special Medical ¢ Disability Income 


FOR 


ASSOCIATIONS 
TRUSTEED FUNDS 
EMPLOYEE GROUPS 


are ae és Ahead Exclusively 


through Agents and Brokers — 
for full details call or write 


DAVID SCHULTZ, Executive Vice President 






The LONG ISLAND 
Casually IN SURA 


FRANKLIN D. ROOSEVELT, JR. 


NCE Gonyoany 


1551 FRANKLIN AVE., MINEOLA, N. Y.—Ploneer 7-8866 







——- 


BERTRAM HARTNETT 
President 








S. Bruce Black’s Talk 

To Mutuals’ Conference 
HEARD BY 500 IN BOSTON 
Liberty Mutual Chairman Calls for 


Advances in Operation Methods; 
On Merchandising, Operating Costs 











Mutual property and casualty insur- 
ance companies must regain their tradi- 
tional creative alertness to provide low- 
cost protection against the changing 
hazards that face Americans, S. Bruce 
Black, chairman of the board of directors 
of the Liberty Mutual of Boston Insur- 
ance Co., told over 500 underwriting and 
engineering executives of the nation’s 
leading mutual insurance organizations 
that came together November 17 at 
Boston’s Hote! Somerset for the four- 
day annual Mutual Insurance Technical 
Conference. 

The conference is sponsored officially 
by the Federation of Mutual Fire In- 
surance Cos., the Mutual Insurance Ad- 
visory Association, the Mutual Insurance 
Rating Bureau, and the Transportation 
Insurance Rating Bureau. 

“Insurance has been developed to meet 
needs for protection, which change with 
changing conditions, and in the past 
mutual insurance has met such changing 
needs,” Mr. Black declared. “We can- 
not be negative in our approach to new 
needs. Our basic purposes have been 
to reduce the cost of protection to policy- 
holders through prevention of loss and 
through selection of risks. Selectivity 
does not mean avoidance of hazardous 
risks, but selection of risks we believe 
we can improve. We can reduce costs 
to policyholders by having lower oper- 
ating costs than competitors, but we 
must do these things within a competi- 
tive enterprise system. This means that 
operating as well as we have in the 
past will not assure our position.” 


Need for New Methods 


Mutual companies have forced changes 
for the benefit of those who buy pro- 
tection to the extent that they have 
created better insurance methods at 
lower cost, and to the extent that they 
have merchandised their services aggres- 
sively, Mr. Black held. The measure of 
their success in meeting the purposes 
for which they were organized has been 
the extent of change they have brought 
about. The extent to which they have 
failed to change methods of competitors 
is the measure of their inability to create 
better methods and lower cost. Where 
they have failed, other companies have 
stepped in with new methods and pro- 
duced important changes. 

Private insurance, he said, has been 
preserved by its ability to meet ade- 
quately the need for insurance. When 
Americans, through their legislative 
representatives, decide to set up a work- 
men’s compensation system or to change 
the system of paving for automobile in- 
juries, the opposition of insurance com- 
panies does not prevent enactment of 
such legislation. It may convince legis- 
lators that a government monopoly’ is 
a necessary part of any new svstem, 
as it did in some states when workmen’s 
compensation laws were enacted. 

“Today,” Mr. Black pointed out, 
“there is much public concern with medi- 
cal care of the ill and injured. in hospi- 
talization and medical and _ sursical 
insurance. To the extent that private 
insurance svstems can meet the demand, 
thev may he permitted to continue in 
the field A strong effort is heing made 
hy the insurance industry to meet this 
demand. Will this effort,” he asked. 
“meet the demand soon enough and 
adequately enough to enable private in- 
surance to preserve their field?” 


Discusses Operating Costs 


Competition with other insurance sys- 
tems, and with different methods and 
lower costs, is forcing changes in oper- 
ation of insurance companies of all tvpes. 
Mr. Black explained. “Many traditional 


U. S. LIFE ENTERS MONTANA 

United States Life, which was founded 
in New York in 1850, recently received 
its license to do business in Montana. 
The company had $1,200,000,000 of life 
in force at June 30. It also writes a fyl] 
line of A. & H. and Group coverages, 











ways of selling and servicing insurance 
will change in the future. Margins jn 
selling and operating expenses are being 
reduced, as are margins for dividend 
returns and price savings. If mutual 
companies are to continue to grow they 
must preserve as great a margin of say- 
ings to policyholders as possible. This De 





means they must attack aggressively 
operating costs, and especially selling} 
costs. 

“Prevention of loss and minimizing} 
extent of loss must continue to be af 
cardinal principle of mutual insurance} 
This is just as important in the small- 
premium mass market for automobile! 
insurance and fire insurance as it is ing 
the large-premium business policyholder Effe 























market. The only difference is in thelf Ste 
methods to be used. There can be a | 
marked effect on loss costs through 
adequate research into the causes of 
loss and the ways to make loss less PPF 
frequent, through active participation and 
leadership in community and_ other§$25 
organizations to bring about improvedl $ 
building codes, better fire protection, | 
better control of licensing drivers of 
automobiles, better law enforcement, 
better automobile design, and safer A 
highways. eral | 
Underwriting Judgment nlan 
he . fled | 
The changes which have taken place 
in the insurance business, and theg"*"Y 
changes which are likely in the future welco 
will place upon insurance company un4ise i 





derwriters a greater responsibility thanlp;ese 
they have been accustomed to in recent]. _ 
times,” Mr. Black said. “No longer ca 
reliance be placed upon rates whiclgtlect 
are believed to be adequate. Uniformityfaiter 
generally has disappeared with differen] The 
pricing systems by different insurancd 7” 
companies, with almost unlimited alterag 


paym 


tions in filed rates. provid 

“New demands for coverage, ano har 
determination of what is sound or unfbod of 
sound, is an underwriting responsibility; for cl 
3ecause some company offers a_ bloc 
policy with very broad coverages, 4 peer | 


less than the fire insurance rate aloneftt a p 
does not justify following of the unMVork | 
sound practice. Underwriting judgmen 
is particularly necessary,” he contende( 
“in determining which individual risk 
should be considered undesirable. Suc 
cess in the future will be determinc@] Whe 
largely by underwriting ability, and thig _ 
must be a major concern of the chief Earl 
executive of each insurance companyglum 
This serves to emphasize the fundagRpplica 
mental concern with selectivity whiclfpureau 
was a basic characteristic of the originaau, Ic 
mutual insurance companies.” ew 
In commenting upon the possible effefPhio, * 
of the recent elections on the insurancg@ling, ‘ 
business, Mr. Black expressed the opingpssour 
ion that a large share of the membershigf{ “In e 
of both ‘parties is both patriotic angpiree y 
intelligent, and that in the long mgfate as 
what the majority of the people wangment pa 
is what will come about, regardless OMS multi 
which party is in power. It is possibl@@roduct 
that the period between now and thPaymen: 
1960 elections will be one of danger am@falculati 


b boor 
ratior 
onnec 












some irresponsibility, especially if actiogment of 
is taken that will result in inflatiog the ¢ 
There may be legislation, extending MgMount 
social insurance system, to include me he con 
cal and hospital benefits. There is 4" the 
most certainly going to be a browfssured, 
Congressional investigation of privall calcul, 
insurance, and of how adequately 't. shed an 
meeting the needs of those who red! 

protection. v (( 


The confusion growing out 0 r 
“private language” which the insural 





business has developed was criticize re D 

a luncheon address by Dr. Ralph | ®p 
Blanchard, Plympton, Mass., Colum 
University emeritus professor of re ers 8 
ance. He held that there is need Mari 
better understanding betwee! the | ne D 
surance business and the public, @ tsualty | 
that such understanding would be Pt ity. 


moted by avoidance of terms ag 
used by insurance men in dealing 
their own technical problems. 
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